—_— em = = 


; “ 
Ps e ’ < 
- ‘ 
4 “ o 
Lf 
¥ ¥ ‘ 7 
i 


SEPTEMBER * 1952 


<3 
o 
a 
2] 
Qa 
a) 
oe 
Ww 
e 
fad 
= 
w 
ws 
x 
ras 
z 
° 
z 
ke 
= 
~ 
Ne 
—_ 
<q 
w 
a 
uw 
= 
bh 
z 
aq 
a 
- 
> 
ae 
x 
ey 

















oday is the opportune time to enter upon a home-building 
career, because you can become a successful builder from the word 
"GO" by buying, erecting and selling PEASE-FABRICATED HOMES. 
The hard, tedious conventional construction methods with their attendant 
uncertainties, waste, and mistakes are now things of the past and not to 
be feared by the new builder. Instead you can enjoy the positive 
certainty, ease, speed, and trouble-free home building that is the 
result of modern precision-fabrication. You can build PEASE- 
FABRICATED HOMES, unsurpassed in quality, permanency, livability, 
and salability. And you can build these much-in-demand homes 
without paying any architectural fees or even having to figure a bill of 
“material.”’ You merely make your choice of the plan you want, the sidewall 
material, roof color, and the alternates, if any. We do the rest... and 
at no extra cost to you. It's just that simple. 








This is plan No. 18, one of the many home designs offered in the ever increasing 
PEASE-FABRICATED HOMES line. 


PEASE-FABRICATED HOMES come to your building site complete in 
easy to erect precision-fabricated sections. They're delivered as a 
complete package where and when you want them. You may choose 2, 3, 
and 4 bedroom homes from ranch style to Cape Cod, with exterior 
variations practically unlimited. With PEASE-FABRICATED HOMES there 

is a home for every buyer—every market. VA and FHA accepted. 


NO FRANCHISE REQUIRED. Write for complete information 


wee 10 PRE ASE-FABRICATED HOMES 


PEASE WOODWORK COMPANY 
ROOM 936 
Cincinnati 23, Ohio 
“In business in Cincinnati since 1893” 
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as fundamental as 





window frames... 











Telephone wires are like windows. They bring the outside world into the 
homes you build. And like windows, provision for telephone 


wires should be made while the house is being framed. Raceways, built 
A well-built house 


te ahative heteer into the walls, are your guarantee that telephone wiring will be concealed. 
when it includes : , ; 
dabieas tei that interior effects will be protected. 


telephone wires. 


Let your Bell Telephone Company help you plan economical raceway 


installations. Just call vour nearest Business Office. 


BELL TELEPHONE SYSTEM 
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Beauty, Adaptability, Economy- 
Get All 3 With Plywood Siding 


OF ALL SIDING MATERIALS, Exterior plywood is the most adapt- 
able to various design treatments. It can be used to create board 
and batten siding . . . flush surface . . . or cut in third or half 
panel widths and applied as extra-wide lapped siding. It can be 
used in combination with other materials such as brick or 
masonry to achieve interesting texture contrasts. 

And of all quality siding materials, Exterior plywood is least 
expensive. Least expensive in two ways: first, Exterior plywood 
actually costs the same or /ess per square foot than other 
quality materials; second, plywood’s large size and easy work- 
ability speed work, cut labor and application time and costs 
up to one-third! 

Exterior plywood siding is durable, too. It won’t shatter, 
split, or puncture. And the completely waterproof adhesives 
used between plys are more durable than the wood itself! 


Douglas Fir 





AMERICA'S BUSIEST BUILDING MATERIAL 


*PlyShield® is the siding grade of waterproof-bond Exterior-type 
plywood. One side is of highest appearance; for economy, limited 
defects are permitted in back. For use as siding, gable ends, etc. 
Other Exterior grades with 2 faces of highest appearance are 
available for single wall partitions, fences, etc. 














PANEL DISCUSSION 


California Architects 
Use Plywood Shear Walls 








Architects Smith and Williams, 
Pasedena, Calif., are making use of ply 
wood shear walls in many of their cur. 
rent homes to permit use of large glass 
areas on exterior walls. Box-girder type 
shear walls compensate for loss of rigidity 
and also permit great freedom in place 
ment of nonbearing interior partitions. 

The shear walls are sell engi- 
neered to handle the wind and seismic 
loads which might be encountered. Cal. 
culations are based on the weight of the 
house, exterior surface area and floor 
area. Studs 2x4, 2x3 and 1x3 are used 
depending on strength requirements. 
According to the architects, plywood is 
the only material which can be used 
satisfactorily with such small studding. 
In the photo above, shear wall is at 
right; it is the only one in this particular 
home which uses 2x4 studding. 

Where the shear wall is on the inside, 
34’ PlyPanel grade plywood is generally 
used. Exterior plywood is used for the 
occasional short shear wall that is on 
an outside wall. Nailing is important and 
proper nail placement must be calculated; 
usually it is on six-inch centers. For 
additional information on shear walls and 
other plywood use-data, write Douglas 
Fir Plywood Association, Tacoma, Wash. 


Plywood Shapes Unusual 
Concrete Roof Frames 





Plywood-formed concrete frames were 
used to replace conventional posts and 
roof trusses to achieve an unusual de- 
gree of interior flexibility in the Fred 
Meyers Burlingame Shopping Center 
Building, Portland, Oregon. Photo shows 
frames viewed from roof; vertical 
haunches project down through the roof 
to ground. Trussed wood joists are sus- 
pended from tie-beams secured to the 
frames. Because the frames are a definite 
architectural feature, concrete had to be 
smooth, fin-free. According to Leslie F. 
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Poole, engineer in charge of construc- 
tion, plywood offered the simplest, least 
‘xpensive method for obtaining the 
smooth surfaces. In fact, because of its 
smooth, neat appearance, the concrete 
required no further oe once forms 
were stripped. Exterior PlyForm panels 
were re-used up to eight times in form- 
ing the five frames. The building was 
designed by Engineer Leslie FE. Poole; 
contractor: H. M. Hocken, Portland. 


Portable Units Help 


Solve Schoolroom Shortage 

To solve pressing classroom shortages 
due to shifts in population, school 
systems in many communities are turn- 
ing to portable classrooms as a quick 
and economical solution. In Tacoma, 
Washington, 60 are used by the city’s 
schools. Thirty-five are of lightweight 
lywood construction; ten were built 
ee year by E. Goettling & Sons, general 
contractors, from revised designs by 
Mock and Morrison, architects. 


a 


"=. | Nail down building costs 


years,’ says James Hopkins, assistant 


house and we expect them to be good for 
50 years. Plywood construction is lighter 
and gives maximum bracing strength— THE REAL sToRY of construction costs isn’t always shown on the 
a must in movable buildings.” bill of materials. It’s the applied cost that counts! PlyScord sub- 

Each building is 24’x36’. Plywood is flooring can be laid in less than half the time required for lumber 


superintendent of schools in charge of e ® e 
construction. The portable schoolrooms 
are fully as well built as the average WI y 


used for subfloors, roof sheathing, subflooring. Big, work-speeding panels are light, easy to handle 
yaneling, built-ins and exterior siding. 


fodular design, based on standard ply- ... cover large areas quickly . . . fit standard joist spacing with- 
wood panels, helps speed work and cut out wasteful sawing and fitting . . . require far fewer nails. 
ye a _ only makes a — PlyScord subflooring means better construction, too. Plywood’s 
one Sa o ReCneeeS A CoRR, rigid plate-like action protects against violent racking action of 
modern appearance—a far cry from the : # oh , : 
unpleasant “temporary look” of other wind or earthquake. Strong, rigid panels provide a solid, squeak- 
similar structures. free base for finish flooring . . . protect against drafts from below. 
PlyScord subfloors won’t cup, shrink or swell. Result: finish 
Design Portfolio Available floors look better, last longer. 

9 g 


A portfolio of prize-winning designs Plan now to include PlyScord in your next bill of materials 


for plywood built-ins is now available to for better construction, for building economy. 
architects, designers and builders. The 


booklet contains over 50 designs judged 
best in the “Better Living Home” archi- 
tectural contest. For free copy write 
Douglas Fir Plywood Association, 
Tacoma 2, Wash. 
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AMERICA'S BUSIEST BUILDING MATERIAL 


© PlyScord is the unsanded construction grade of interior-type plywood 
bonded with highly water resistant gives. For subflooring, sheathing, backing 
one-use forms. PlyScord is a registered grade-trademork identifying quality 
plywood manufactured in accord with U. S. Commercial Standards and 
inspected by Douglas Fir Plywood Association | DFPA) 
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Editorial 


They Train Their Salesmen on the Site 


By Jack Stark 


To Make It Work, Make It Useful 19 


They Make Producers Out of 


Misused Properties 


Buyerscope . . . 


Forms for Non-Exclusives 
By George F 
One House — Two Faces 


Published monthly for real estate builder 


property managers, and real estate broker 


Should You Buy and Sell 


by Stamats Publishing Company. Publication Your Own Account? 


offices and. general headquarters 427 
Sixth Avenue, Southeast, Cedar Rapids, lowa 
Subscription prices: $4 a year |} two ye 
$10 three years in the United States 


Canada, $5 a year; in all other countries 


$6.50 a year. Single copies 50 cent back 
copies except Roster issue 1. Member ABC 


THE JO 


New $1.2 Billion Atom Bomb Plant 


A $1.2 billion atomic energy plant will soon go up 
in Pike County, Ohio, on a 6,500-acre tract ®0 miles 
east of Cincinnati, This is another reminder to tax 
payers of the high cost of atomic weapons. It is the 
latest major step in the nation’s program to stockpile 
atomic weapons in the light of Russia’s possession of 
the atom bomb. 

The new plant will produce U-235, basic element 
to atomic fission, and will take four years to com- 
plete. Land prices are soaring in the rolling com 
munity in anticipation of the coming of more than 
+,000 permanent employees, and 30,000 construction 
workers, and hundreds of technical men. 

The man chosen to tackle the huge building job 
is Peter Kiewit of Peter Kiewit Sons’ Co., Omaha. 
The new atom plant is the second largest single 
contract ever awarded, and Kiewit was chosen from 
more than a dozen bidders as the only man with 
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New Way to 
Get Prospects’ Reactions 


Anderson 


Modernization for Expansion 


CONTENTS 


15 Spray Plastering Cuts Costs 


Homes Our Readers Are Building 
16 ‘ 7 
Lesson in Simplicity 
How to Get Profitable 
Chain-Store Leases 
sy Eric Johann Smith 


The Law Says 
By George F. Anderson 


Golden Build-Up 


Tax Facts 


By Bert V. Lornborgh 


Product Progress 
On 
Book Shelf 


Among Ourselves 


= 
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enough equipment and men currently on hand to 
handle the job. His army includes 1,000 trucks, 350 
tractors, 80 power shovels, and other earthmoving 
equipment. Their replacement value is $20 million 
He employs scores of specialists including more than 
100 engineers. His working capital exceeds $20 mil- 
lion and his payroll is 34,000. Last year he did $150 
million worth of business and next year expects to 
exceed $200 million. 

Builder Riewit took over his father’s business in 
1931 and its $25,000 in assets. The firm has since 
grown to huge proportions under Kiewit’s motto 
“No job is too big or too small.” 


Biggest Landlord in the Country 
The biggest real estate holder in the country is. 
as you no doubt suspect, the federal government. 
And the holdings of this “landlord” are growing 
(Please turn to page 12) 
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“PERFECT HOME 
does an outstanding public relations job for us” 
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Says Realtor Leslie H. Blank —____ * b 


Leslie H. Blank of Tampa, Florida, has been active 
in the real estate business since 1921. He is a director 
of First Federal Savings and Loan Association since 
1939, and president of MacDill Drew Housing Com- 
pany; Bank Borders, Inc., Golf Front Properties, Inc., 
and Lafayette Properties, Inc. He is a past president of 
the Tampa Board of Realtors and director of the 
Tampa Chamber of Commerce, in addition to many 
other civic activities. 


«“ 

| HAVE just renewed my Perrect Home franchise for the fifth year,” says Leslie 
H. Blank, Realtor of Tampa, Florida. “Over the years this dignified, delightful 
magazine has proven its value as a goodwill builder for my organization. 

“PerRFEcT HoMeE does an outstanding public relations job for us that is re- 
flected in the many favorable comments we get from the influential people to whom 
we mail this magazine regularly. 

“We consistently have requests by mail, phone, and personal calls at our office 
by interested people who want to be included in our mailing list. 

“Finally, we like the exclusive feature of Perrect Home, for ourselves, as well 
as Our co-sponsors, most of whom have been with us for the five years of our spon- 
sorship.” 

Mr. Blank, along with executives of other leading realty, home building, and 
home financing organizations in hundreds of communities throughout the nation, 
realizes that goodwill, good public relations must be developed carefully and con- 
tinuously. Families usually buy one or two homes in a lifetime, and they want to 
be sure that the firm with which they deal merits and enjoys the highest public 
confidence. This background-selling, this business-building phase of operating a 
real estate business is vital to success. 

PerFecT HoME is designed to perform this task. It makes friends, builds prestige, 
develops valuable third party influence. 

Through the Perrect Home Plan, the cost of sponsoring and co-sponsoring this 
program is nominal. Editorial preparation, art, and engraving costs are shared 
among its users throughout the entire nation. Local reproduction and mailing costs 
are in turn shared among the selected, reliable building factors who are invited into 
the program, and who gain in prestige and goodwill from its use. 

A limited number of exclusive, annual, renewable franchises for PerrFect HOME 
Magazine are available to real estate, home building, or home financing organizations 
of unimpeachable reputation. If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 
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To Increase Value 


and Reduce Maintenance... 


REYNOLDS 
ALUMINUM 


Aluminum definitely enhances the value of a 
building by its rustproof durability and stain-free 
beauty. Yet it costs far less than any other rust- 
proof metal, and saves on maintenance year after 
year because it needs no protective painting. 

Aluminum’s radiant heat reflectivity is an extra 
advantage. As insulation, it offers high efficiency 
without bulk combined with a perfect vapor 
barrier. Check the list below for aluminum build- 
ing products by the leader in this field. 


Reynolds Metals Company, Building Products 

Division, Louisville 1, Kentucky. 
REYNOLDS Lifetime ALUMINUM K 

GUTTERS AND DOWNSPOUTS 


ROOFING AND SIDING + NAILS - FLASHING 


REYNOLDS ALUMINUM 
RESIDENTIAL WINDOWS 
(Casement, Awning, Double-Hung, Fixed and Picture 
Windows; also Screens, Storm Sash and Doors) 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 
Military needs for aluminum limit present civil- 


ian supply, but Reynolds is rapidly expanding 
capacity. Keep checking your supply source. 


we you see Rust 
you Know ms NOT 





po ————— MAIL THIS COUPON ==————4 














i Reynolds Metals Company, I 
1 Building Products Division, | 
\ 2016 South Ninth St., Louisville 1, Ky. \ 

From the listing above, | am particularly interested in the j 
following products. Please send complete information. i 
I I 
l he FRR) NAV ge, 
i Name PAINE MO SRN RN 
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The Journal Reports 


(Continued from page 8) 


steadily. More than 45 million acres have been taken 
over in the last 30 years. The total is now more than 
456 million acres, or one-fourth of all the land in 
the country. 

Thus taxpayers are not only supporting the bu 
reaus who own the land, but are paying the taxes 
that should be coming from that non-taxable 25°, 
and helping to buy thousands of new acres each year 
to add to this vast federal empire. 

Most of this land is in the West. The government 
owns 86% of the state of Nevada, 72% of Utah. 
70% of Arizona, and 46% of California. Holdings in 
the remaining seven states west of Texas vary from 
35% in Washington to 65%, in Idaho. Low for the 
country is 0.3% in Iowa. Average for the other 
states is around 4% or 5%. 


Building Rate Hits 1,088,000 in July 


Will housing starts during June, July, and August 
exceed or fall short of the seasonally adjusted rate 
of 1.2 million? That question continues to be top 
news in the housing picture. If the rate falls short. 
Regulation X will be relaxed for a_ three-month 
period. 

Preliminary estimates by the Bureau of Labor 
Statistics say this adjusted rate reached 1,088,000 
during July -—— 112,000 short of the critical rate. 
Other preliminary estimates for the month of July 
are 104,000 nonfarm starts, an over-all decline of 
2,000 units from June. But the July total is 13.500 
units more than a year ago, and the largest for July 
in any year except 1950. Private starts were 102,400. 
the first month in nearly two years that the 100,000 
mark has been exceeded. Public housers weren't so 
active. Public starts were 1.600. compared with 6,800 
in June. 


Henderson Named Rent Director 


In the midst of heated arguments about extensions 
of rent control, Rent Boss Tighe Woods stepped up 
to a new control job last month. Into his place 
stepped James McInnes Henderson, 42, former gen- 
eral counsel of the economic stabilization agency. 

Woods, who needed a police escort last month 
from the Detroit City Hall (where he was encourag- 
ing the council to continue controlling rents) to pro- 
tect him from irate property owners, was named to 
head the office of price stabilization. Commenting on 
his new job, Woods said he will tour the country io 
educate housewives to the need for controls. 

Henderson, who will be under Woods, is a native 
Texan and has 20 years experience in government. 


Consumer Buying Is Up 


In spite of the steel strike and the resulting drop- 
off in industrial production, consumer buying is mov- 
ing upward, according to Arthur M. Weimer, Dean 
of the School of Business at Indiana University and 
nationally-known economist. Shortages created by 
the steel strike appear to be only temporary and are 
not expected to push prices upward. 

Main reasons for increased consumer buying is 
simply that consumers have more money. In his mid- 
year economic report, President Truman said per- 
sonal incomes after taxes increased by $101 billion 
and rate of savings increased from nearly 5% to 7% 
of income after taxes since the start of the Korean war. 
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ISTENING to the radio the other night in an Eastern city we 

heard a program called “Labor Views the News.” A good share 

of the program was devoted to the need for extending rent contro] 
past the September 30 deadline. 

In his plea for continuance of controls, the commentator wasn’t 
satisfied with a derogatory remark or two about landlords. He had 
a book full of them. And he mentioned, among other things, that 
rent being paid today is pure extortion, that the housing shortage 
is as acute as ever, that landlords are “bleeding their tenants 
through every loophole in the law.” 

This vitriolic fellow no doubt succeeded in winning some disci 
ples to his cause. But we wondered just how many of his listeners 


were owners of small rental properties . . . men and women who 
had saved over the years and invested their money in income 
property. 


In describing the rental holocaust, the commentator said, “I 
know of an apartment that rented for $25 a few years ago (back 
in 1940). Today the landlord gets $62.50. And I know of other ex 
amples.” We wished he would have cited them. We could give 
him a few. For example: using 1939 as a base of 100, rents have 
increased from 108.5 in 1942 to 133.7 in May, 1952. At the same 
time, food has increased from 123.9 to 234.6; clothing from 124.2 
to 204.4. Income property owners have to eat and dress, too. 

As for an acute housing shortage, more than 3,500,000 homes 
have been built in the last three years alone, more than at any 
time in our history. And the volume of “For Rent” advertising in 
decontrolled areas is nearly double what it was three years ago. 

Meanwhile, the average production worker in manufacturing 
has boosted his wage from $36.65 to $66.91. And he stages a strike 
unless he gets a share of the profits, time and a half for overtime. 
and a 10-pound turkey for Thanksgiving. 

We assume this commentator and others like him have enough 
sense to realize the facts. The trouble is . . . they don’t. And are 
we trying to convince them? Well, we haven't heard any radio 
programs telling the true facts about rent control and that it com 
pletely throws out of balance our laws of supply and demand. Our 
fight against government intervention is mellowing with age. 

Today there are some 20 million people living in rent-controlled 
housing outside of the 115 critical defense areas. Early this month 
more than 450 cities and towns had voted that control of rents be 
extended to April 30, 1953. No public hearing was required, so in 
most cases the local governing body passed the extension. After 
all, rent control is popular politics. As long as you can help boost 
wages with one hand and hold down prices with the other, you're 
in... politically. 

Many more governing bodies of cities across the nation will be 
meeting this month to decide for or against continuing federal 
control of rents. In most of these cities there will be outside pres- 
sure for extension. Tighe Woods, ex-housing expediter and new 
price control boss, offered his counseling services, putting his 
office’s power to work to oppose decontrol in such cities as Los 
Angeles, Milwaukee, Detroit. 

Our job is to get the facts and make them known on the local 
level, right at the grass roots. If these cities and towns vote for ex- 
tension, it’s another notch in the belt of federal control . . . and 
that notch is more difficult to remove with age. 


B.F. 
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They Train 


Their Salesmen 
On The Site 


By JACK STARE 
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(oe age for a sales job 
with the J. C. Nichols Com- 

ny in Kansas City approaches 
Rober E. Whitmer, sales man- 


ae Are you prepared to go through 
a 45-day extensive traning pro- 
gram before you start to sell?” 
Whitmer asks the applicant after 
preliminary information is ob- 
tained. 

“Would you kindly state that 
again!” 

“We conduct a 45-day sales in- 
doctrination program for all new 
salesmen.” 

Here, either a live-wire sales- 
man is born, or a discouraged 
easy-job-seeking applicant walks 
out the door. In both of the cases 
the Nichols Company is the win- 
ner. It is looking to the future not 
only for itself, but for its salesmen. 


systems, pipes in its own water, 
sets aside parks, church sites, play 
grounds and golf club sites, helps 
in the establishment of a home 
citizen rule that helps govern 
these diverse activities. 

Just as the sales training pro 
gram has worked wonders at 


“Nichols it conceivably can be scal- 


ed down to suit other real estate 
companies according to the size 
of their business. Today it is be 
lieved to be the largest scale real 
estate indoctrination course in the 
country. To take it. a new man 
enters the course a neophyte and 
emerges a veteran. 

“We make no effort during the 
training to teach salesmanship.” 
says Whitmer, who aided in set- 
ting up the program three years 
ago when he first joined the com- 
pany. He took the then new course 


In 45 action-packed days, new salesmen for the J. C. Nichols Company 


watch every detail of house building, selling, and financing before 


being turned loose into competitive selling. Training ground is the 


company itself — it has built and now operates 40 subdivisions, plus 


maintaining brokerage, management, and mortgage departments 


“In operating some 40) subdi- 
visions in our Country Club Dis- 
trict areas, where we act as the 
landlord, handyman, father con- 
fessor and judge to 60.000 people. 
it’s unfair to send a new man out 
into the sort of competition that 
our 25-man sales force can give 
him,” Whitmer explains. 

Country Club District opera- 
tions at Kansas City are mammoth 
in their undertakings. New, smart, 
shining subdivisions arise almost 
like magic. The company builds 
homes, maintains architectural 
control over home designs, builds 
its own roads, sidewalks, sewerage 


1. Bob Miller starts 45-day training by ob- 
serving Nichols’ road building methods 


2. Workman explains to Miller why com- 
pany leans to concrete block in building 


3. Mill operations where company builds 
mantels and trim are part of training 


4. Robert Whitmer, sales manager, shows 
Miller plat of one of the 40 subdivisions 


5. After 45 days, Miller is on his own to 
put into practice what he has Jearned 


to find out first hand what made 
the company “tick” and also into 
what “no man’s land” he would 
be sending future salesmen. He 
learned — on both counts. 

“We are building our sales staff 
on the principle that knowlege of 
your product is far more impor- 
tant than the mere ability to = * 
Whitmer further explained. “Give 
me a man who knows his busi 
ness and who can do an intelligent 
job of answering questions about 
his product — and I'll automati- 
cally have a good salesman. 

“In our business,” Whitmer ex- 
plained, “we have nothing to hide 
nor to cover up. All I want is an 
honest, sincere, thorough presenta 
tion to the prospect — and the re 
sult is a sale with a satisfied 
client. And — yes, even the sales 
man has a warm feeling of confi- 
dence because he knows he has 
done a good job. Knowing your 
product builds self-confidence - 
and what better attribute can a 
salesman have?” 

Management pays the new 
salesman a nominal salary of $200 
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to $250 a month, depending on his 
family size, to aid him during the 
month and a half he will be out 
in the field, the main office, the 
mill, the shops without remuner 
ation. All must take it it isn’t 
optional. 

Previous sales experience is a 
pre-requisite, as it has been stated 
no sales practices are taught. Al 
most any sales experience is ac 
ceptable if the a pplic ant has 
shown ability and a good record 
In other words, a good appliance 
salesman would have a chance if 
his record is good. The company 
prefers men starting between 30 
to 35, takes some 25 to 30. but 
never takes any under 25. 

Most of the staff is college train 
ed (not in real estate) and active 
in civic and church affairs, The 
company prefers men who have 
families. own their own homes. 
and who have a good knowledge 
of .Kansas City, its subdivisions 
and environs. The new salesman 
is set out to learn about his com 
pany. how to allocate his sale 
time to better advantage and to 
become friendly with men in the 
field, the headquarters, and all de 
partments. He must develop into 
a good community worker as well 
as a good salesman. 


Typical Trainee Procedure 
Robert K. Miller of Kansas City 
a former sales promotion manager 
for Mid-Continent Airlines. was 
the latest applicant to go “through 
the mill.” Facing a transfer out 
of town because of the merger of 
his company with another airline. 
he chose to go into real estate 
work in Kansas City where he 
wanted to maintain his home 
What did Bob Miller go through 
n 45 days? Here is his schedule 
listed in day-to-day form: 
NEW HOUSE CONSTRUCTION 


3 days...... Basements 
2 days.... Framing in 
2 days............ Rooting 
. , Saar . Interior 
2 days........ Landscaping 
NEW DEVELOPMENT 
2 days. .. Street grading 
2 days Paving and sidewalks 
fo See ae Utilities 
BROKERAGE 
7 days. . House tours 
3 days .... Listing books 
2 days... . Legal — contracts 
| | SR AS heer Loans 


SALES PROCEDURES 


See . Forms 
: days... * . Plats 
3 days. ONS a Office routine 
17 





























i da eras Advertising 


MISCELLANEOUS 

1 day... . Meeting company de- 
partment heads 

1 day... . Arranging equipment 
— signs, business 
cards, etc. 

1 day....Familiarization of 
commercial proper- 
ties 

45 days 


With knowledge of the product 
as the biggest aim towards which 
the company strives, the new 
salesman appreciates the advance 
information being given him and 
aims high during the extensive, 
well-rounded course. Bob Miller 
learned it. And his predecessors 
learned it too. The J. C. Nichols 
Company knows that once the 
man starts selling he won’t take 
the time or the effort to learn as 
well as they can teach him first. 


Trainee Observes Workmen 


In taking the course Bob Miller 
also learned several things he 
hadn’t counted on. He first dis- 
covered that the workmen on the 
job take a real pride in their work 
and even in showing it to a young, 
new salesman. 

“T remember one shingler espe- 
cially,” the trainee relates. “Fle 
was showing me how he applied 
courses of shingles and not only 
how to keep them level and 
straight, but law he would apply 
them around the edges of win- 
dows to avoid leaks, If a shingle 
row matched up even with the 
edge of the window at the top he 
would cut one shingle back so that 
in applying the next one there 
would be a smooth surface at the 
place where a shingle gap usually 
would occur. This avoided a crac 
at the very window edge.” 

Such things Bob Miller soon 
learned are a part and parcel of the 

















The training program for new salesmen has worked out so 
well for the J. C. Nichols Company that it has embarked on a 
“refresher” course for its entire sales force. Here are typical 
questions from a sample quiz given at the sales meetings: 


QUESTIONNAIRE ON MEYER CIRCLE RANCH HOME 


Exterior 


Home is located on lot of following size 


What is address of home? ..... 


Basement 
How thick is basement floor?............. tee What is the construction 


jt A i gg ok oak Mia By KN ieagluila hy reads 


How thick are basement walls? ....... 


Name two extra plus items in basement ... ............. 


General 


What type paneling is ‘(wed im kitchen? «i. 2. 5... eee cece eee 
What material ie used. om coutiter t0p6? i... 2. kc a ee es 
How wmnny eauate feet of Tedr BCORT oo iaieie issih 16 ORS. eee ieee 
Name manufacturer of garage door ................. 


er I SN 5s tn AG dee 0 bp ode Recs Ss pe ee 


Name the nearest grade school ................ ee Pe Eee ee EEE Se 


What is the sales price? ................ Downpayment? ............... 
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Nichols’ field way of doing things 
where he discovered the esprit-d’ 
corps of the crews is very high. 
Also in working with various fore- 
men from day to day on the dif- 
ferent assemblies he became more 
familiar with field problems. And, 
in turn, the field men appreciated 
the interest Sales was taking in 
their tasks. 

“I would hate to have been 
tossed directly into Sales without 
the knowledge I learned in the 
field and office for 45 days,” Mil- 
ler confesses. “I would have been 
at a disadvantage that would have 
taken me years to overcome.” 

Such is the value a salesman — 
not management — puts on a 
sales training program. 

All in all the new salesman ab- 
sorbs plenty. He is under constant 
supervision while in training. He 
does not do any work on the job 
but is taken from place to place 
and left to observe regular work- 
men at their various tasks. He 
moves down the line from fore- 
man to foreman (basements, ex- 
terior and interior trim, and so 
forth). Each foreman sees that he 
gets a thorough schooling. 

In traveling his well-scheduled 
rounds he learns how concrete 
blocks are used for foundation, 
drywall sheets applied to interiors, 
basementless home slabs poured 
and millwork rolls out the mill 
plant. He sees roofers applying 
regular and shake wood shingles 
to Cape Cod cottage and modified 
ranch style dwellings in Nichols’ 
Prairie Ridge and Indian Fields — 
two newest subdivisions. He fol- 
lows the nursery crews as they 
plant shrubbery around the homes 
and spray foliage to kill insects. 
And he goes through the extensive 
40-acre nursery. 

Since a large part of Nichols’ 
homes in mushrooming subdivi- 
sions are built on an assembly-line 
basis, he goes through the assem- 
bly mill watching rotary power 
saws rip raw lumber into shaped 
pieces which go onto forms and out 
the rear door as assembled panels. 
He learns that tolerances in the 
mill assembly borg are much 


more accurate than they are on 
the job. 

He watches Nichols company 
put in its own paved streets, pour 
curbings and sidewalks. Art ob- 
jects come under his scrutiny be- 
cause the comany for which he 
works, or soon will, has a $500,- 
000 valued outdoor art collection 


(Please turn to page 39) 
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to make it work - - - 
MAKE iT USEFUL 


Mailing pieces that are useful work for you each time they are 
used. Realizing this, a Memphis real estate firm prepared a mailing 
piece made up of a wall-size city map backed up with photos and 
descriptions of every building the firm had designed, built, and 
leased in 40 successtul years of dealing in commercial property 


F YOUR business has been good, 

you're armed with potent am- 
munition for a direct mail cam- 
paign. Tell your prospects and 
the whole community about it and 
let them know that you’re proud 
of your record. Then tell them 
you're capable of giving them the 
same kind of service those other 
clients got. To send this message, 
use a mailing piece that will serve 
its reader some useful purpose. 

For example, E. O. Bailey & 
Company, Inc., in Memphis has 
been in the industrial realty busi- 
ness for more than 40 years. Dur- 
ing that time, the company has 
designed, built, and leased 34 in- 
dustrial buildings worth more than 
$4 million. Quite proud of this 
fact, they wanted to tell their 
prospects about it in a mailing 
piece. And they wanted the mail- 


ing piece to be a type that wouldn't 
be thrown away after the first 
glance. 

Armed with these motives, they 
whipped together a large 18 x 24 
street map of Memphis carrying 
photographs of all 34 properties 
on the reverse side. 

The locations of the buildings 
on the map are Page out in a 
clever manner: The 34 buildings 
happen to fall into 10 geographic 
groups in the city. The area con- 
taining each group is colored with 
a solid red circle, each numbered 
from one to 10. Within each color- 
ed area all the buildings are num- 
bered. Group one contains build- 
ings one through 11, group two 
contains buildings 12 through 15, 
and so on. The caption under each 
photograph gives the key number. 
such as 1-7 or 9-33, as well as the 
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Showmeg Locations of 
A FOUR MILLION DOLLAR 


Th 4 
Croup of BUILDINGS 


E. O. BAILE 


LAGS ¢ 


Y & CO., inc. 


MEMPHIS, | 


address and name of the firm o« 
cupying the building. Thus, one 
can find at a glance the location of 
any building. 

The map itself is a high quality 
product. It shows all details of the 
city and is printed in an easy-to 
read blue ink. Main highways ap- 
pear in heavy red lines, railroads 
in dotted red lines. The map is 
valuable to industrial firms be 
cause it is suitable for hanging on 
an office wall where it can be con 
stantly referred to. Each time it is 
used, it does an advertising job for 
E. O. Bailey & Company, for the 
firm’s name appears in large red 
type at the top of the map. a the 
upper left hand corner a box of 
red type tells the Bailey story of 
service in providing office, ware 
housing, and manufacturing facili 
ties in Memphis. 
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ON-EXCLUSIVE listings in- 
volve no legal problem, be- 
cause they are not contracts but 
merely requests that the broker 
try to sell the property in question, 
which may be withdrawn at any 
time before the broker has found 
a buyer. Insofar as the law is con- 
cerned, they can be worded in any 
way that you like. They do, how- 
ever, involve a sales psychology, 
which is quite important to brok- 
ers. Some of the forms sent me 


ing” is designed to put the seller 
in a receptive state of mind and 
make him appreciate that he is 
being fairly treated. The general 
format of the listing is simple and 
attractive and it is filled out by 
answering a few simple questions. 

My comments on specific items 
in the listing are as follows: (The 
numbers in the parentheses cor- 
respond to the numbered items in 
the form) 

3) It is important to say “mort- 





One word can save you $1,000 in... 


Forms for Non-Exclusives 


In the past year, the Journal's lega! editor has received 25 non- 
exclusive listing forms, all different, from real estate executives 
all over the nation. They wanted up-to-date advice on how to 
avoid legal entanglements with these forms. Here are the answers — 





























had so many words in them, and 
so much legal abracadabra that 
I don’t see how any seller could be 
induced to sign them. 

Here is what I consider a prac- 
tical non-exclusive. Each line is 
numbered so that you can follow 
my comments more easily. 


GOLDEN RULE LISTING 
(1) I hereby list my property for sale 
with you as follows: 
(2) Property . Price 
(3) Mortgages to be deducted 
(4) Balance to be paid as follows 


one. 

(6) I reserve the right to sell the pro 
perty myself or through any other 
broker, but not to a prospect sub 
mitted directly or indirectly by you. 

(7) I reserve the right to cancel this list 
ing at any time before you have 
found a buyer. 

(8) This listing shall continue until you 
have sold the property or until | 
have notified you that it is canceled 

(9) If you sell the property directly or 
indirectly, I will pay you .. -% 
of the gross sales price as your com- 
mission, and I will furnish the buyer 
with the usual evidences of title, and 
convey the same to him by warranty 
deed, upon the closing of the deal all 
the usual items are to be pro-rated. 


SMO oo cts isa hie 


Signed Le Mae 


The name “Golden Rule List- 
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gages to be deducted.” because if 
it only says “subject to the follow- 
ing mortgages” they cannot be de- 
ducted from the purchase price as 
is usually intended. 

5) This adds nothing to the list- 
ing, and it would be the same 
whether it was included or not. 
but it is assuring to a skeptical 
and suspicious seller. 

6) The same is true of this 
paragraph, but a seller may not 
know it, and this makes it clear 
to him, and overcomes any doubts 
that he may have. It doesn’t mean 
a thing legally. because under any 
non-exclusive, the seller has the 
right to sell the property himself 
or through another broker. 

7) The same is true of this para- 
graph. One of the characteristics 
of all non-exclusives is that the 
seller may cancel or withdraw 
them at any time before the brok- 
er has found a buyer. 

I want to emphasise that (5). 
‘6), and (7) have no legal signifi- 
gance and the consequence would 
be the same whether they were 
in the listing or not, but they do 
have a sales psychology that over- 
comes sales resistance. 

8) This is a very important 
paragraph. A listing that does not 
have a time limit expires after the 
elapse of a reasonable time. Aside 
from this it is revoked or canceled 


if the owner sells the property 
himself or through another broker. 
and in some States this is true 
even if you don’t know that he 
had sold the property. Under this 
paragraph the listing does not ex- 
pire in a reasonable time, but con- 
tinues until the owner “notifies” 
you that it is canceled. Whether 
or not a sale by the owner or 
through another broker cancels 
the listing under this paragraph is 
not so sure, but it is, to say the 
least, a peg upon which to hang 
a claim. 

9) The word “indirectly,” in 
this paragraph is important. Gen- 
erally a broker in order to be en- 
titled to a commission must be the 
“direct” cause of the sale. If you 
show me a property that I don’t 
like, but subsequently call the at 
tention of a friend to the property 
and he goes direct to the owner 
and makes a deal, you are not 
entitled to a commission, even if 
the owner knows how my friend 
happened to come to him. You 
were not the “direct” cause of the 
sale. With the little word “in- 
directly” in the listing you would 
be entitled to a Commission. This 
little word may be worth $1.000 
to you. 

9) The phrase that the seller 
will furnish the usual evidence of 
title I don’t regard as an important 
one. I think a seller is obliged to 
furnish such evidence of title as 
is customary for sellers to furnish 
in the locality where the real estate 
is situated. 

9) The phrase that the seller 
will convey by warranty deed is 
important because if he doesn’t 
agree to convey by warranty deed 
the law does not oblige him to do 
so. No provision as to the home 
may kill a deal, and a seller may 
use it to kill the deal if he is look 
ing for a loophole to do so. 

9) Reference to pro-rating is 
important because in the absence 
of an agreement to pro-rate the 
law doesn’t require it. This may 
be an important item when it 
comes to taxes and rents. 

The listing says nothing about 
a merchantable title. I regarded 
this important because the law 
implies that a seller is to convey 
a merchantable title. 

I shall appreciate your com- 
ments and suggestions as to this 
form. Let’s put our heads together 
and work out a form that will 
make the broker’s life a little easier 
and pleasanter. Write to me in 
care of Nationa Rear Estate 
AND BurtpInc JourNnat, Cedar 
Rapids, Iowa. 
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Personal evaluation sheets have a chart on which 
prospect rates 10 factors as they affect him. In- 
dividual percentage ratings are totaled, and the 
sum is divided by number of items rated to deter- 
F mine overall property evaluation of the prospect 
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BUYERSCOPE.... 


New Way to Get Prospects’ Reactions 





Most prospects surround themselves with a mental smoke screen 


after having been shown a property. They don’t want to divulge 





their true reactions. A Denver salesmanager has met this challenge 


with a persona! evaluation sheet which uncovers their objections 
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J OW often do your salesmen 

4 tell you they can’t determine 
a prospect’s true reactions to a 
property? Even the most astute 
salesman finds this a difficult 
thing. As a rule, the prospect tries 
to confuse the salesman by not 
telling him how he really feels. 
He fears that if he does, he'll get 
“hooked” by the salesman. 

How can your men overcome 
this reticence? How can they tact- 
fully find out what the prospect 
really thinks? Your salesmen 
know that if they could find out. 
they could serve the prospect much 
better, could determine his needs 
quicker. 

To break through this mental 
smoke screen, William Martin of 
Van Schaack & Company, Denver. 
has invented a clever device, the 
“Real Estate Buyerscope.” It is 
based on the precept that people 
like to put personal evaluations 
down on paper. 

The Buyerscope is a chart on 
which the prospect may personally 
rate each property in terms of ten 
factors listed on the chart. His 
ratings for all items, which are in 


Take, for example, the case 
where a salesman has shown a 
prospect three pieces of property. 
The salesman places the address 
of each property on a Buyerscope. 
one Buyerscope serving one prop- 
erty only. He then asks the pros- 
pect to evaluate somewhere be 
tween zero and 100% at least 10) 
of the items shown on the Buyer 
scope as they relate to him. 

These items are: schools, chuch 
es, shipping center access, trans 
portation access, neighborhood. 
age (of property), size (of prop 
erty), room arrangement, type of 
house, price. Five blank spaces are 
provided in which the prospect 
may write additional items — for 
example, nearness to place of em- 
ployment. However, in most cases. 
ten items are enough for a com 
plete rating. 

The evaluation chart has 15 
vertical columns, one for each 
item, To the left is a percentage 
scale with a division every 10% 
from zero to 100% (see accom. 
panying illustration). If item 8. 
room arrangement, is rated 80% 










item rated. The individual 
are then totaled and avera 
dividing the sum of the p 
ages by the number of item 
This gives the over-all perc 
rating of the property. 
The prospect places this « 
evaluation at the bottom 
sheet in the space provide 
is asked to do the same thi® 
the other two properties 
property might rate 35%, 4 
60%. and the other 75%. 


(Please turn to page 39 





BUYERSCOPES are avail: 
Journal readers in pads of 25 
Four pads are $2.85, and 20 pac 
be had for $7.50. These pric 
clude postage. Just fill out the « 
below and mail it to: 


a2 SEE EESER SESE SESE EEE ESE SESE SS 


National Real Estate and 
Building Journal 

427 Sixth Avenve 5.E. 
Cedar Rapids, lowa 


Please send me Buyerscope 
understand that a blank space is left 
top of each Scope so that I may fil! 
company name. My check for $ 

is enclosed. 


by the prospect, he darkens col- Signed 
terms of percentages from zero to umn 8 up to line 80. If he rates | Address 
100%, are averaged to determine price 50%, he darkens column 10 se) 
his over-all evaluation. up to line 50, and so on for each CanGute 
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i 
ITHIN a short distance of Cleveland’s business 
center, an eight-acre plot occupied by a resi 1 
dential structure was not meeting taxes because of ( 
secondary usage. It was obvious that it had some t 
value as a parking facility, but the land contour did S 
not lend itself to parking and it was too far from the i 
business center to be practical. r 
After intensive study, Ostendorf-Morris Company. t 
Cleveland realtors, persuaded the owners to invest t 
more capital to convert the property into a first-class i 
parking facility. Twenty-six thousand yards of earth i 
were stripped off and the entire area was hard-sur I 
faced. Twenty-five thousand dollars alone was spent t 
to provide an elaborate bus terminal for a shuttle a 
Ostendorf-Morris spent $300,000 modernizing the CAC building bus to connect with downtown Cleveland. Today this e 
to make it into a first-class business address for quality tenants property not only produces an excellent income but. ¢ 
because of its service and landscaping features, it is ! 
recognized as an attractive civic benefit. Its 1,200 
parking spaces are filled by 9:30 in the morning. \ 
t 
Modernization Magic ; 
Making producers out of misused properties is a t 
habit with Ostendorf-Morris. Always on the lookout f 
for so-called “white elephant” properties, the com s 
pany’s multi-department organization handles the 
complete rehabilitation from contacting tenants to € 
actual construction. An excellent example is the 1017 7 
Euclid Building. é 
This building had not been able to contribute any é 
income to its owners for 22 years. While it was a ( 
well-built structure with an excellent location, be t 
cause of neglect and failure to modernize it had been t 
? largely vacant for several years. Of the three store 
; spaces on the ground floor, only two were occupied s 
ae productively. The upper floors contained 75,000 S 
' 6H : square feet which had been vacant for years. t 
Neglected building was torn down, land graded, bus terminal 
built to make a much-needed, profitable 1,200-car parking area 
ADMINISTRATION 
E. L. Ostendorf 
VICE PRESIDENT 
| | 
BROKERAGE MORTGAGES MANAGEMEN 
| j . 
CONTROL 
SALES ACCOUNTING AUDITOR 
1 , j | | 
4 TENANT 
—_ SECY. STEN. - 
l i t a ‘3 Ai 
2 
cmacuine || caswier || Rewer || cums || Sonne 
O-M salesmen specialize in obtaining top-flight tenants for 
properties, a basic of the company’s successful management policy PR, 
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The rehabilitation of this property proved a chal- 
lenge to all departments of the Ostendorf-Morris 
Company. The brokerage department secured a name 
tenant under a 15-year lease for the unproductive 
store. This tenant was willing to modernize both the 
interior and the facade of the space. The manage- 
ment department located top-flight tenantry for the 
upper floor spaces for office usage on the strength 
that it roan thoroughly modernize, including the 
installation of air conditioning. This, in turn, made 
it possible for the mortgage loan department to refi- 
nance the property. The management department's 
planning and construction manager then went into 
action. Knowing the needs of clients from long-time 
experience, walls were torn out, lighting and air con- 
ditioning installed, heating plant modernized, floors 
reconditioned and the space decorated. 

The resulting $500,000 modernization program 
was started in 1948, and by 1951 the owners received 
the first income from this property that they had en 
joyed since 1929. The new Eastman Kodak store and 
the building lobby, replete with Swedish granite 
facade, set the building out as a modern downtown 
structure. 

Last year the Ostendorf-Morris Company was giv- 
en the management of the Public Square Building. 
This property, through years of neglect, had enjoyed 
a secondary reputation among Cleveland’s better 
office buildings. However, because of its location on 
Cleveland’s Public Square, the general structure of 
the building, its well-laid-out floor plan, and fenestra 
tion ratio, Ostendorf-Morris felt that the property 
offered great promise. Although it was in receiver 
ship, the company assumed management, and spent 
$400,000 in modernization. It sought out top-flight 
tenants, and the building is rapidly coming to the 
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In every city there are real properties which have 
fallen behind the procession because of neglect, 
misuse, or failure to modernize. Income-wise, 
these properties can set a fast pace for their 
younger neighbors. But it takes management and 
modernization know-how to do the trick. These 
Cleveland realtors take income-bare properties, 
turn on their modernization magic, and make 
them producers. And that’s just one phase of their 
complete real estate operation in which one de- 


partment feeds another, from building to loans 


where it will 


point become a_ very profitable 
uperation. 

Ostendorf-Morris took over the top floor of the 
building for its own office, giving visitors an on-the 
spot example of management and modernization 


know-how. 
Complete Property Service 

The preceding illustrations point out the main con 
cept of this company’s policy in that in a well-round 
ed real estate organization each department feeds 
another. E. I. Ostendorf and Warren L.. Morris, the 
founders of the company, believe like many leading 
real estate executives that a complete real estate 
ervice is essential to success. a hedge against eco 






pRINTERS- 
iff it uw rT] 
a we im ! 


i oMPAN! 


AY 


Many of the 83 buildings managed by the company are apart 
ment, industrial or loft properties similar to this one above 





O-M converted entire top floor of Public Square building for 
its own offices. Decor of the reception room is black and white 





Fluorescent fixtures provide abundant lighting for accounting 
department. Noise is held to a minimum by acoustical ceilings 


nomic ups and downs. The company is divided into 
brokerage. management, mortgage, and appraisal 
departments, It has a separate home building com- 
pany that is currently building 200 homes per year 
in the $12,000 class. 

As Ostendorf explains, “Every one of our depart- 
ments feeds the others. One of the reasons we estab- 
lished a home building company was to assist and 
stabilize our mortgage portfolio. The brokerage de- 
partment sells these residence properties; however, 
this is the only activity of the company in the single 
family residence field, as it specializes in commercial, 
industrial, and multiple family properties. If one 
department goes down, another goes up. The man- 
agement and mortgage departments are the best de- 
pression saviours.”’ 

The Ostendorf-Morris Company employs 56 people 
in the office. and several hundred outside for con- 
struction maintenance, and operating purposes. No 
commissions are paid by the company to its employ- 

ees. The office employees work on an incentive pe. 
receiving a salary and a bonus, the latter applying 
to employees of over six months. This incentive plan 
extacie 4 to every employee, including all brokerage 
salesmen. The plan has been in existence since the 
inception of the company, and was conceived in an 
effort to inculcate stability and integrity into the 
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Each department of company has its own office area. Manage- 
ment department, above, is staffed for horizontal-type operations 


Panelled office of E. L. Ostendorf provide on-the-spot example 
of modernization know-how. Company offers a complete service 


name of the company. The amount of an individual 
employee's bonus is based not only upon accomplish- 
ment, but also such important attributes as loyalty, 
effort, and whole-hearted cooperation between indi- 
vidual employees as well as with management. 

One of the most interesting things in the success 
story of the company is the partners themselves. To- 
gether they have more than 70 years’ experience in 
real estate. Teaming up in 1939, they developed a 
policy of the company based on the belief that ‘ ‘One 
0% ‘t speculate in real estate and provide good service 
to clients at the same time.” The company has stuck 
to this belief. never having invested in real estate 
on its own account. 

The brokerage department specializes in sales and 
leases of commercial, industrial, office, loft, and mul- 
tiple residence properties. The department's sales- 
men are limited to high producers of experience. 

The mortgage department is the corresponding 
and servicing agent for The Union Central Life In- 
surance Company, Massachusetts Mutual Life. Insur 
ance Company, and Bankers Life Company. 

The appraisal department specializes in complete 
appraisement reports of large industrial and com- 
mercial properties to establish true market values. 
The appraisals have been made on such properties 

(Please turn to page 35) 
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GARAGE 
12’ 0°" x 20° 0” 


KITCHEN 
12’ 0" x 17" 


Floor plan and basic structure are the same, but 
you can build it in contrasting styles — 


Southern Colonial or contemporary 


HE “Young America” home. promoted by Gen- 

eral Electric Company and being built as a dem- 
onstration house in many parts of the country. is 
an interesting example of how the same house can be 
finished in contrasting architectural styles. The house 
can be given a Southern Colonial look, or it can ap- 
pear as modern contemporary. 

Real estate builders, as a rule, use several different 
elevations of the same house to achieve variety, but 
the differences seldom change the entire architectural 
appearance of the house. 

George D. Kobick, manager of GE’s home bureau, 
reports that about 50 of the houses are under con- 
struction at the present time. He expects many of 
these to be finished and open for inspection for 
National Home Week, September 14-21. 

Planned to catch the eye of the younger set. the 
adaptability of the house to contrasting styles is ex 
pected to have considerable sales appeal. The house 
will sell for about $20,000 including lot. Actual price. 


Two FACES 


12° 0" x 12° 6” 


11" 54" = 12° 0" 


of course, will vary with prevailing land and con 
struction costs in different sections of the country. 
Individual builders will erect and equip the house at 
their own expense. GE and its distributors will pro 
mote it nationally and locally, highlighting the com 
pletely equipped kitchen-laundry. 

The first floor contains about 1,100 square feet of 
living space, not counting breezeway and garage 
The 12 x 22-foot living room has a fireplace and a 
window-wali which is planned to overlook a terrace 
and barbecue pit. Two bedrooms, one on either side 
of a bath, occupy the right end of this floor. 

The L-shaped kitchen is 12x 17% feet. has one 
section planned as a dining area, and also doubles as 
a laundry. It’s equipped with automatic washer. 
dryer, and ironer as well as freezer, refrigerator. 
dishwasher, range, and garbage disposer. Wall and 
base cabinets are steel, and work surfaces are plastic. 

Expansion space for two other bedrooms and a 
bath is available on the second floer. 
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SHOULD YOU 


P 


buy and sell 


rola LolUl mmeoh a mmelacel tial: 


in certain cases providing buyer and seller 


understand your motive and do not object to it. But 
generally speaking, no. A broker is primarily an in 
termediary, and a regular practice of buying and 
selling on his own account may damage his reputation 
These are the candid opinions of prominent realtors 
contacted by Journal editors for this exclusive feature 





THINK the JOURNAL will be doing a favor to 

all people interested in real estate by helping to 
clarify the problems of ethics posed by a broker’s 
desire to own the commodity in which he deals.” 
says NAREB President Joseoh W. Lund. 

Should a real estate broker buy property on his own 
account? .. . We’ve heard that question discussed by 
brokers from every part of the country. Interest in the 

subject always runs high. 

Lund himself agrees, in 
Joseph W. Lund general, with what seems 
R. M. Bradley & Co., Inc. to be the consensus of 
Boston opinion — Under some 

circumstances, it’s permis 

sible for a broker to buy 
on his own; under others, it definitely is not. Lund 
points out that the NAREB code of ethics is clear 
and specific on at least one point pertinent to the 
matter. 

“Whether we be dealing as principals or brokers. 
we must live up to the code of ethics of the National 
Association in making our position in any transac 
tion absolutely clear,” Lund says. 

The ethical implications of this provision are, of 
course, that there can be little objection to a broker’s 
buying and selling property if all persons concerned 
in the transaction know exactly what his position and 
his purpose are. However, Lund feels that there is 
a bit more to the matter than that. 

“Brokers should not purchase real estate for their 
own accounts on a speculative basis,” he says. ““When 
I was first starting in business in 1926, there were 
in Boston two definite classifications — broker and 
operator. The operator was expected to buy and 
sell on his own account and do it normally through 
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recognized brokerage channels. During the d 
sion, the lines between these groups broke oy 
due to the lack of general activity. I would |: « 
see the lines re-established during a period of jnJ 
perity such as the one we're going through nov 

“T do feel that a broker should want to own red 
estate for permanent investment if he believes : , ;! 
commodity with which he is dealing. I know th 
most of the established old-timers around here ha; 
bought various types of property for their ow) 4 
count and want them for permanent income a; 
estate purposes. Certainly there should be no obj 
tion to this, provided that the NAREB code of «th 
is followed. 

“In smaller communities where activity is limi 
and where perhaps there is not room for both opel 
ators and brokers, many of our best realtor "t 


form both functions. Although this could be frow 
ed on, I see no solution to the problem except 
maintain all transactions on a strictly ethical ba: 
... We always have to allow for the human eleme: 
and to hope that as time goes on we can keep 

our transactions nearer to the tenets of the Gold 
Rule.” 

Morgan L. Fitch, chairman of the board of Char) 
Ringer Company, Chicago, expresses himself ters: 
on the subject, and with a note of finality. 

“IT think the question . . . has been labored ov 
the years far beyond its importance,” Fitch says. “if 

absurd to maintain that § 
license to sell real estate 
Morgan L. Fitch a prohibition against | 
Charles Ringer Co. ownership of real estat 
Chicago If such were the case. 
would follow immediate!f 
that it would be imprope 
for a broker to own his own house, his own offcil 
property, or his own fishing shack. =. 

“Tt seems to me that we are inclined to confug§ 
the question with a little different one on whether @ 
not a broker should buy and sell property witho§ 
revealing his actual interest as a principal. The a 
swer to that one is that he definitely should not, a 
nothins more need be said.” 

Alexander Summer, immediate past president 
NAREB, has a thoughtful comment that is not {aj 
removed from that of either Lund or Fitch but wh 
sheds additional light on several points. 

“In general, I feel that it is wrong for an acti§ 
broker to speculate in real estate,’ Summer says. 
is the surest way for 
realtor’s customers to lo 
faith in his advice; in mo 
cases it will cause pug 
chasers to deal with othe 
brokers who do not ope 
ate themselves. 

“Of course, there are many exceptions to th 
I, personally, think it is proper for a broker to pz 
ticipate as a principal where he forms a syndic: 
that is in the business of subdividing a property 4 
or where the property requires a great amount 
skill in modernization or management. But just | 
buy property for a quick turnover is wrong. 

“On the other hand, if a broker has surplus fun‘ 
to invest, I can see no reason why he should » 
purchase properties for his own portfolio. (A rok 
would certainly show lack of faith in his own produf 
if he were to purchase stocks for investment i}™ 
stead of real estate.) In this category would be con 
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Alexander Summer 
Alexander Summer Co. 
Newark, New Jersey 
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mercial properties, apartment houses, office buildings. 
In any case, I don’t think the identity of the broker 
should be kept secret at any time, for there is no 
surer way to cause the customers who may be in- 
vestors or speculators to lose faith. 

“We feel the same way about the building of 
homes,” Summer continues. “We do not build any 
homes in an area where we sell land to builders 
and handle their sales. We do have several develop- 
ments in nearby counties and in one case, in an 
adjoining state. These are in an area where our 
customers do not operate. 

“Every salesman in our employ must sign an agree- 
ment that he will not buy or sell real estate (except 
for his own home) without my knowledge and con- 
sent. During the war and immediately afterward. 
there was a tremendous activity in the sale and 
resale of used homes. I felt it was grossly unfair to 
an owner for a broker to purchase the property him- 
self or sell it to a sneculator unless the owner knew 
all about the transaction and agreed to it. To pre- 
vent losses along these lines, we required, in those 
cases where a home was purchased by anyone other 
than a bona fide home-seeker, that the contract 
contain a clause as follows: This home is being 
ourchased for investment or resale.” 

“This afforded the seller adequate notice that the 
purchaser expected to make a profit on the house. 
The seller would have no justification for resenting 
the house being sold later on for an adequate profit. 

“The result of this policy was that many specula- 
tors in the house field by-passed our office and we lost 
many commissions. Nevertheless, we still feel that 
our policy was sound from an ethical point of view. 
There exists a moral obligation to the small home 
owner who comes to our office because of our reputa- 
tion for dealing fairly with him. 

“I think that to some extent the answer to the 
question of a broker’s buying for his own portfolio 
depends on the local situation. It is true that in 
many communities the realtor is also the builder. 
In an extremely active area, such as northern New 
Jersey, there is ample business for a realtor in the 
brokerage field without the need of either specula- 
tion or building.” 

Paul B. Isham, realtor of Hartford, Connecticut, 
believes that a broker is justified in buying property 
for his own account “providing the transaction is on 
the level.” 

“By this,” he explains, “I mean it would be defi- 
nitely unethical for a broker to buy a property for 
which he has a regular buyer at a figure showing a 

profit beyond what his 
regular commission would 


Paul B. Isham . ; 
Realtor ‘At numerous times 
Hartford, Connecticut during my real estate ac- 


tivities, I have purchased 
8 gh emg for my own ac- 
count,’ Isham goes on, “but always under one of the 
three following conditions: 1) Where a home owner 
has been transferred out of town and desires a quick 
sale in order to complete the purchase of a home in 
his new location; 2) a similar situation where, in 
order to buy another home in his present city, the 
home owner must sell his present house and can’t 
wait for a sale in the usual manner; 3) where a prop- 
erty must be redecorated or remodeled in order to 
made saleable and the present owner cannot or does 
not want to go to the trouble or expense of improv- 
ing the property. 


“These are actual cases where I have purchased 
property for my own account, and I believe that this 
was ethical and justified. I further believe that | 
performed a real service to my clients and enabled 
them to carry out commitments which, without my 
aid, they would have been unable to meet. The prices 
for which the properties were bought by me were in 
all cases agreeable to sellers.” . 

Samuel T. Hall, of Samuel T. Hall Co., Phila 
delphia, and ex-president of the Brokers’ Institute 
says: 

“There is no violation of ethics when a real estate 
broker deals in real estate for his own account, pro 
vided he does not do so at the expense of his prin 

cipals. For instance, it 
would be reprehensible. in 


Samuel T. Hall my judgment, for him to 
Samuel T. Hall Co. purport to act on behalf 
Philadelphia of a client... and at the 


same time have an undis 

closed interest as buyer or 
seller of the same property. In such a case, his in 
terests are in conflict with those of his client. 

“Apart from ethics, I question whether it is good 
business for a broker to attempt to mix his broker 
age activities with personal speculation. There are 
many considerations which make it difficuft for a 
broker to handle a brokerage business carefully if 
he speculates on his own. . . . A number of firms 
capitalize on advertising that stresses the fact that 
they are strictly brokerage organizations with no 
interest in any of the real estate they handle. The 
effect is to assure owners of fullest cooperation.” 

John J. Wagner, of Tait and Wagner, Cedar 
Rapids Iowa says: “Should a broker buy property 
for his own investment portfolio? . . . Certainly. 
For improvement and development, such as sub 
division property? . . . Yes. For speculation? . . . 
Certainly not! 

“This is not merely a matter of ethics — it is even 
more a matter of good business sense. A broker is 
the intermediary between buyer and seller. While 

he collects his commission 

from one, he serves both 
John J. Wagner By buying and selling on 
Tait and Wagner his own account, he be- 
Cedar Rapids, lowa comes a competitor of 

those he wishes to serve. 

The customer will con- 
clude that all the best buys are grabbed off by the 
broker. On the other hand, the client will conclude 
that the broker is not putting forth his best effort in 
the hope that the owner will become discouraged 
and be willing to sell out to the broker at a bargain. 
Or he is likely to feel that the broker is diverting 
prospects to his own properties. 

“BOTH CUSTOMER AND CLIENT WILL BE 
CORRECT! It is completely unrealistic to suppose 
that a broker can put the interests of his clients 
and customers first when his own interest runs 
counter... .” 

James A. Hopper, of Hopper and Wakefield, Fres 
no, California, comments in a similar vein: “I am 
inclined to agree with those who say a broker should 

not buy property in his 
own account. ere are. 


James A. Hopper however, exceptions to this 
Hopper and Wakefield and we have in the past 
Fresno, California purchased properties for 


our account, but only 
when and if the seller had 
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full knowledge of the fact that we were buying and 
that in all probability we would make a profit on 
the property. 

‘There are times when sellers ask if we would be 
interested in buying their property. The answer to 
this is no — but if they wish a quick sale and are 
willing to let us make a profit, we will then under 
certain circumstances make a deal with them. Many 
times it has been necessary to hold the property for 
some time before we were able to turn it over. Many 
times we have had to finance the sale ourselves. 
Owners often have asked that we buy from them 
and make any deal we wish with the buyer. This we 
have done, but again the seller has in every case been 
advised as to what we were doing.” 

Perhaps the best way to wind up this informal 
survey is to quote Paul H. Parrot, realtor of Port- 
land, Oregon. 

“If you are going to speculate buying and selling 
real estate,”’ Parrot says, “then turn in your broker’s 
license and make it really worth your while. To 


OOD taste and operating efficiency are keynotes 
of the new offices of Frank C. Bliss & Company 
of Fort Worth. 

Needing larger quarters for expanding real estate 
architectural, insurance, and mortgage departments, 
Frank C. Bliss, president. found double the floor space 
in a ground floor location of a corner office building. 
Realizing the possibilities of the space, Bliss modern- 
ized the offices at a cost of $20,000. 

Exterior of the new Bliss offices is black Vitrolite 
structural glass. A Tufflex glass double door is flanked 
by two sets of large windows. The exterior is trimmed 
in aluminum. 

Facing the doors is a triangular-shaped reception 
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odernization for Expansion 


Abundant use of glass, set off by black Vitrolite, provides in- 
viting exterior for new offices of Frank C. Bliss & Company 


Paul H. Parrot 
Realtor 
Portland, Oregon 


make money buying and 
selling real estate, you 
must buy it cheap — and 
when I say cheap, I mean 
very cheap. Then you 
must spend the minimum amount of money to give 
it a haircut and a face-lift so you can sell it at the 
top of the market. Then. perhaps, maybe, who 
knows? . . . but at least you cannot be accused of 
double-crossing your client. . . 

“Now, I don’t mean, Mr. Broker, that you cannot 
be honest and buy your client’s property. I believe 
that the overwhelming percentage of all realtors are 
honest. But a good reputation takes a lifetime to 
build. It means alert, careful driving, always under 
your control. . . . Buy your client’s property, buy it 
at a price that will be profitable to you (or why buy 
it?), But insist that the deal be closed in your client’s 
attorney's office. Have the client sign a statement 
that he understands that you . . . are purchasing the 
property for speculative and investment purposes.” 





desk in an area which is colorfully decorated and 
furnished with comfortable leather-upholstered 
chairs. Central feature of the interior is a high plant- ‘ 
ing box of roman brick which surrounds a column 
behind the reception desk. Floors in the office are of 
Bruce hardwood blocks and lighting is provided by 
egg crate fluorescent fixtures. 

A balcony, set off by bleached mahogany panelling. 
provides space for the processing and bookkeeping 
departments. On the main floor, the company’s four 
departments are separated by waist-high fluted glass 
partitions, giving the offices an uncluttered appear- 
ance, A room at the rear of the offices is furnished for 
meetings and client conferences. 
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Open appearance is achieved by low, glass partitions, attractive 


color scheme. At rear of office is balcony, conference room 











A NEW method of plastering 
has been developed that cuts 
labor costs in half. It fireproofs 
walls and ceilings at the same 
time, provides a high degree of 
insulation, and gives added 
strength with only one-tenth the 
weight in mix. 

A newly designed pump ma- 
chine sprays the plaster, replacing 
the old hand-spreading method. 
Instead of mixing the usual sand 
with plaster, an ingredient called 
perlite is added. This is a feather- 
weight substance of glass-like crys- 
tals, mined from volcanic ash in 
western states. It is one-tenth the 
weight of sand. 

The pump “gun” makes plaster- 
ing easier, quicker and j cvarel 
For example, to plaster a 614- 
room, 1000-square-yard house in- 
terior with an initial browning 
coat, requires approximately 64 
man-hours of labor. With the 
pray method this can easily be 
one with 36 man-hours, using 
the same 4-man crew, thus cutting 
the labor cost almost in half. 

Too, only one-half the drying 
time is required because, with 
perlite, three gallons less water is 
needed to one sack of mix. 

With hawk and trowel, a hand 
plasterer can apply about 90 cubic 


Spray 


feet of base coat a day. With the 
spraying machine, he can put on 
60 cubic feet of the same base coat 
in one hour, Only a thin surface 
coat need be applied by hand. 

Besides reducing costly man 
hours, the machine makes possible 
savings in materials because mix- 
ing is a batch operation. Only the 
amount of plaster actually to be 
applied is pre-mixed and dumped 
into the hopper. 

Spraying cannot be done suc 
cessfully with a sand mix. Since 
a low horsepower motor is neces 
sary for a minimum of “bounce” 
when sprayed plaster strikes a 
target surface, sand cannot be 
used. Sand is heavy and will 
separate from its gypsum binder 
ox pumped through the ma- 
chine hose. 

Perlite is an ideal aggregate. 
and this plaster spray has five ad- 
vantageous properties that make 
the modern plaster superior to any 
other finish. 

1) Lightweight: The sprayed 
plaster has only one-third the 
weight of sanded plaster, yet tests 
show an amazing increase in 
strength. Per area of 100 square 
yards, one-half inch thick, the 
dead weight is reduced about one 
ton. 
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Workman is spraying plaster by machine on wall of new medical center 
Four crew members sprayed 800 square yards of wall space in a day 


Plastering 


Cuts Costs 


A new machine that sprays plaster cuts time for 
applying and drying in half, helps save materials 


2) Fireproofing: Municipal and 
national bodies have been quick 
to recognize its fireproof qualities 
and have modernized their codes 
to take advantage of this. Fire 
tests at the Underwriters Labora 
tories have resulted in ratings as 
high as four hours for the sprayed 
plaster. 

3) Insulation: The perlite con 
tains millions of tiny dead air cells. 
permanent insulating agents that 

duce heat transmission | 
It adds a high thermal insulation 
value to the plaster, with a lowe: 
heat transfer than conventiona 
walls of either sand plaster or dry 
wall not especially insulated to 

r1cet FHA requirements. 

4) Better workability: Because 
of its sharpness, perlite plaster has 
the pliability characteristics of 
sand, with much greater ease of 
handling. 

5) Crack resistance: A high de 
gree of resiliency insures less 
cracking. With the sprayer, the 
plaster can be applied not only 
more easily and economically, but 
with a more even density that will 
reduce cracking from shrinking 
and also from the penetration of 
water. 

The overall saving on a plaster 
job is about 20%. 








EWIS Epstein, real estate builder of Clifton, took 

full advantage of the mountainous terrain in his 
75-acre development near Clifton. He oriented each 
house to give a breath-taking view of the rugged 
countryside, and placed it on the lot to best preserve 
existing trees. He placed split-level houses on rolling 
plots, ranch houses on others. 

Although the homes are built for sale from 14 
different models of six basic floor plans, the varied 
setbacks, mixture of split-level and ranch styles, 
and abundance of original trees give the project a 
custom appearance. 

The Fairview model, a six-room, ranch-style home 
illustrated here, sells for $18,500. A center hall 
home, it has a large combination living room and 
dining room. A 15-light picture window containing 
window insulated panes admits ample natural light, 
and there are two leew windows in the dining area. 
Modern fireplaces backed by a wall of Eechwood 
paneling are found in the living rooms. 

Kitchens contain Youngstown sinks and cabinets, 
Hardwick ranges, and Trutone door chimes and ex- 
haust fans. Most have automatic Youngstown dish- 
washers. Extra wall sockets are provided at arm 
level under the General Electric light conditioning 








e IN CONNECTICUT 











e@ IN NEW JERSEY 


Site and sight appeal are strong attractions for buyers in 175-home Fairview Ridge Estates development 


system employed in all Fairview Ridge Estates homes. 

All enaile have one or two-car built-in garages 
and one and a half or two baths. The Fairview has 
both a two-car garage and two baths. The second 
bath is located off the master bedroom and has a 
glass enclosed shower. Both are fully tiled and con- 
tain American Standard fixtures, with buyers per- 
mitted choice of color. The master bath has a Vana 
tory. Master and second bedrooms contain two eight- 
foot windows equipped with sliding Alwintite units. 

Like the other ranch-style models, the Fairview 
has a full basement. All homes are fully insulated 
with Johns-Manville fiber glass and contain plaster 
walls, double oak floors and flush mahogany doors. 
Foundations are of cinder block. Both Lennox gas- 
fired forced air and Richmond hot water heating 
systems are employed. American Standard radiators 
are used with the hot water systems. Heating con- 
trols are Minneapolis-Honeywell.. Garage doors are 
Raynor. 

Although the project is located in rugged country, 
many conveniences are only minutes away. The 
Montclair shopping center is within three miles, and 
schools, stores, and transportation facilities are one- 
fourth mile away. 


Three closely-linked companies offer buyers complete real estate service in Havemeyer Park homes 
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L TAKES MORE than knowing how to put houses 
together to develop raw land into a harmonious, 
well-planned community. It takes a complete real 
estate knowledge as well — land development, archi- 
tecture, shopping centers, financing, selling, insur- 
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Dallas real estate builders are first in country to offer year-round air conditioning in $12,500 homes 
4 
EAR-ROUND General Electric air conditioning unit has a-capacity of 72,000 btu with 90,000 btu 
is the spark that caused 25,000 people to visit input and is gas-fired. The summer conditioner has 
the two demonstration houses of Lewis & Lamberth a capacity of three horsepower. Supply registers for 
and Laughlin & Silver, Dallas real estate builders. ctadinnal air are high on inside wails, one for each 
They are the first in the nation to offer this feature room. The return register in each room is low on the 
in houses selling for $12,500 to $12,700. 
The homes in this 210-unit East Ridge Park pro 
ject average 1.175 square feet in size with an average 
lot size of 60 x 125 feet. Six plans and 18 elevation 
3 eliminate the “project” look. The six-room houses Homes Our Rea lor 
are of contemporary design — low pitch roof, car- 
q port. patio with open-beamed roof, and storage bin , 
; at rear of carport. They are color-styled inside and Acre Building 
] out by a professional color stylist. Colored Briggs 
q Beautyware bathroom fixtures were worked into the 
color scheme. The houses were designed and built 
around the G. E. summer and winter air condition- 
q ing unit. Wiring and plumbing were roughed in for outside wall. Both units are located in a 31 x 5 foot 
q G. E. electric kitchen appliances — dishwasher. utility closet in the center of the house. 
q garbage disposer, range, refrigerator, washer, dryer The combined system cost $1.500 installed in the 
q The kitchen is equipped with cabinets and sink. Dallas homes. Operating costs for a typical Dallas 
The summer conditioner and the winter condition- year are estimated to be $93 for cooling and $40 for 
er are separate units, but are tied together by a heating — $133 for the entire year. In other locali 
a common duct system. Heating and cooling thermo- ties, these costs would vary with the climate and 
E: stats control temperature the year round. The winter _ utility rates. 
ance, law, taxation. Quite often, these specialized demonstration house of a basic design. Although ar 
interests are combined into one organization. But. in chitecture is principally Cape Cod, Colonial. and 
the development of Havemeyer Park in Old Green- ranch type, the company’s most popular style is a 
wich, three separate but closely-linked companies combination of style, that of the demonstration house 
were formed. —a ranch type with Colonial lines. This model. illus 
In 1946, Gene Tunney, heavyweight boxing trated here, is the smallest the firm builds, having 
champion of the world from 1926-28, teamed up 1,200 square feet of floor space plus garage and sell 
with an old friend, Arthur M. Starck, to go into ing for $24,700. 
the building business. Tunney’s public relations and The company has two larger models of this basic 
business experience, along with Starck’s construc- house, one having 1,350 square feet of space and the 
| tion and financial experience made a team that could other 1,500. All three have attached garages and full 
E | render the home buyer a complete real estate service basements. Selling prices are $27.900 and $30,300 
; — construction, financing, and sales. The Stamford respectively. Both larger models have two bathrooms. 
; Building Co., The Fairfield Mortgage Co., and The To obtain quality construction, and to put sell 
Fairchester Mortgage Co., were organized to per- into its houses, the company selects nationally-known 
form these functions. brands. For example. the houses are equipped with 


For its first building site, the company selected General Electric stoves and refrigerators, Geneva 
an old estate overlooking Long Island Sound. At the _ steel kitchen cabinets, Formica counter tops, Yale 
start of this building season, 210 houses had been and Towne hardware, Fasco ventilating fans, Ameri 
completed and sold, and about 75 more were started. can Standard plumbing fixtures. Taco Tankless hot 
Havemeyer Park will have 354 homes, shopping water heaters. They are roofed and insulated with 
center, and recreation areas complete with lakes U.S. Gypsum products and painted with Pittsburgh 
when finished. paints. Heating systems consist of American Stand- 

The company officials say their best merchandis- ard boilers, Fairfield oil burners. and Fedders hot 
ing feature is a completely furnished and decorated water convector radiators. 
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Exterior of the house is natural redwood with a brick porch. Roof 
is white asbestos shingles. Note how well house blends into setting 
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Dining area can be made into a 
separate room by use of drapery, 
half partition, or folding door 


ESSON IN SIMPLICITY 
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py... with an eye to low square-foot cost. 
this house demonstrates the relationship between 
simplicity and economy. Savings have been made 
hy the use of economical materials and by careful 
planning rather than by cutting down on floor space. 
The result is a house that boasts three bedrooms. two 
baths, and plenty of living room for a family of four. 

The architectural key to the house is the massive 
chimney. Entering beside it, you follow thé brick of 
the entry floor around a corner and find that it be- 
comes the hearth of the living-room fireplace. The 
chimney is really a chimney-wall that forms one end 
of the living room. A wood-box that can be filled 
from the porch is an appealing extra touch. 

The living room is large, simple, without archi- 
tectural gimcracks. High windows on the street side 
assure privacy, give you a secluded feeling, and at 
the same time provide good cross-ventilation. On the 
opposite side, French doors open onto a terrace. 

The dining area is around the corner from the 
living room and directly off the front entryway. It 
also faces the terrace and its outer wall is entirely 
glass. A sliding-screen drapery can be drawn to sep 
arate this room from the rest of the house 


This view of the dining area shows harmony between 
interior and exterior walls. They are both of redwood 


Architectural highlight of the house is chimney-wall 
with fireplace. Wood box can be filled from outdoors 
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Three bedrooms have been fitted neatly into the 
back wing in addition to hall. two baths. and two 
large closets. One of the baths reveals a convenient 
counter that stretches the length of one wall, con 
tinuing past the end of the tub. Below this there’s 
plenty of room for storage cabinets and hamper 

Kitchen and utility sections demonstrate an a1 
rangement that is practical, economical, and con 
venient. They are distinct areas at either end of a 
long room, separated only by a traffic lane between 
the back door and the door to dining and living 
rooms. This lane not only makes a satisfactory divi 
sion; it also keeps traffic out of the kitchen. 

Between kitchen and carport there’s a screened 
yard a handy place for drying clothes, for child 
ren to play. 


The house is built on a concrete slab. Heat is gas. 


forced hot air, conducted through a copper pipe in 
the slab. Floors of bedrooms. back hall. and dining 
room are black asphalt tile. Kitchen and utility floor 
is linoleum. Living room floor is concrete 

Exterior siding is natural redwood. Roof is white 
asbestos shingles. Undereaves of carport are painted 
chartreuse. 





This counter extends the length of the bath- 
room, even continues past end of tub. Hamper 
and storage cabinets fit neatly into space below 





By ERIC JOHANN SMITH 


You have to be a combination back-fence gossip, diplomat, and 


super salesman. You have to know all about problems of merchants, 


the rentals they pay, their merchandising headaches, what new 
stores they would welcome in the neighborhood. When you have 
found a location, you have to get a chain store interested and then 
walk a tightrope between landlord and tenant. Still, leasing to 
chain stores can be highly profitable — here's advice on how to do it 


HE obvious first step in building a chain-store 
IL leasing business is to get suitable property to 
to lease. This is seldom an easy matter. Most loca- 
tions adaptable to chain-store needs are already 
profitably leased. There is still a certain amount of 
hostility to chains among independent merchants. 
And the requirements of the chains themselves are 
exacting. 

The tirm that plans to install a chain-store leasing 
department doeld begin with a comprehensive re- 
view of the principles of city growth; then it should 
make a study of these principles as they apply 
locally. 

This means getting acquainted with owners and 
tenants of high-class store locations. It means becom- 
ing familiar with merchandising problems, shoppers’ 
habits; it means analyzing a given location from a 
dozen different points of view. 

Chat with merchants on rainy days. You will find 
that most of them will treat their own business af- 
fairs as top secret, but they will be free enough with 
information about their neighbors and competitors. 
The knowledge that you pick up in this way can be 
had in no other way and will be of value. Nothing 
moves an owner to action so quickly as the sugges- 
tion that he is not getting so much rent as the owner 
of a nearby property —- and that you’re the man 
who can get more for him. 

In addition to this sort of activity, you must make 
a study of the chains themselves. Discover their 
preferences in locations, the amount of floor space 
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they require, their methods of picking sites, the types 
of lease they like. 

Many old methods of judging locations have been 
found to be inaccurate. A mere traffic count, for 
example, may mean little or nothing. The important 
thing is the amount of shopper traffic. 

This group is predominantly female, made up of 
women who are looking for things to buy and who 
are comparing price and quality. If you make a 
traffic check, therefore, have it done by experts who 
not only count traffic but also analyze it. A good 
place to make a check is at a store opposite the loca- 
tion being considered. The count should include both 
the number of women passing the store and the 
number going into the store. Don’t count schoolgirls. 

Another check that is often significant is a count 
of the number of clerks in a store at 10 am., 12 
noon, 2 p.m., 3 p.m., and 5 p.m. This should be 
made on several successive days. 

In general, the best way to decide what sort of 
check to make is to discover the preference of the 
chain you have in mind. In all likelihood, the chain 
will make its own count and analysis before it signs 
a lease, but your own preliminary check can often 
be heipful in arousing interest in a location. 


Get a Population Analysis 
Other  aaugr og information that chains will 
want includes the latest population estimate and a 
comparison of the figures with those of five and 10 
years ago. They will also want an analysis of the 
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pulation — number of families; percentage of 
abor, white-collar, and retired tarailies; shopping 
habits (including favorite buying days); home own- 
ership; automobile ownership, and so on. You should 
also gather information about commercial and indus- 
trial development in and near the district. List prin- 
ciple manufacturers and give the size of their pay- 
rolls. Make a study of transportation,. parking facili- 
ties, and recent store modernization in the area. 

It is your job to determine the best possible loca- 
tion for a particular kind of chain, then match the 
tenant with the property. You must rémember, of 
course, that what would be an ideal location for one 
chain might be a poor one for another. Drug chains 
insist on heavy shopper traffic and on locations that 
are good both day and night. Food stores, on the 
other hand, prefer outlying locations. There are also 
differences in site preference among chains of the 
same general type. 

A department store in the vicinity is held by many 
chains to be an important asset because of the crowds 
it draws. Many variety stores won't consider a prop- 
erty unless there is a department store nearby. 

There are also great differences in the physical 
characteristics of the property that different chains 
require. A shoe store or er shop can operate in a 
small area. Food stores require large selling areas 
and they also want plenty of off-the-street parking 
space. Variety stores generally want a large down- 
town location and require one entire floor and a 
basement. Here again, there are considerable differ- 
ences in preference among chains of the same type. 


Walk Tightrope Between Landlord and Tenant 

When it comes to negotiating a lease. you are very 
likely to find yourself on the horns of the dilemma: 
Where does a broker's first loyalty lie — with the 
owner or with the tenant? The question is a moot 
one, of course, and the best thing you can do is to 
walk a tightrope and try to keep them both happy. 
In many cases, you will be tempted to favor the 
chain store and try to depress rentals to the point 
where there is no risk of the deal falling through. 
This is often the easier course, but hardly a wise one 
from a long-range point of view. Low rents will not 
gag you to owners or get more property on your 
ist. 

It is the chain store, operating profitably, that in 
dicates the trend of business in any section. A certain 
business district may contain only two or three chains 
operating under percentage leases; yet it is the rents 
paid by these that decide the real rental value of all 
the property in that block. With this in mind, you 
can see the importance of making the rent figure as 
fair as possible to both parties. Set it too low and you 
depress rentals for all nearby property. Set it too 
high and you increase rental values but you are also 
likely to make the neighborhood an unprofitable one 
in which to do business. 


Select, Don’t Secure 

In choosing a tenant. the axiom is: Select, don’t 
secure. Find a chain that can operate profitably in 
the location you have to offer and that will at the 
same time be good for the other business already 
there. In this regard, we can do no better than to 
quote a successful chain-store broker in a Midwest 
city: 

“I feel that I got my diploma in this business when 
I learned not to approach the chains indiscriminately. 
Instead, I go to the merchants already operating in 


the district and tell them that the owner of the prop 
erty to be leased wants to find a noncompetitive ten 
ant who could operate profitably in the district and 
I ask their help. You would be surprised how coopera- 
tive they are. Each one not only suggests the sort of 
store he would like to see move into the neighbor- 
hood but he moves heaven and earth to get his choice 
to sign up. Many of the stores operating in any dis- 
trict are chains themselves and they are the most 
helpful of all. Working in this way. I soon find that a 
lot of chains are interested in the location and I can 
select my own tenant. Thus I eliminate unreasonable 
competition, build up the district, and work to the 
advantage of both landlord and tenant.” 


Avoid Price-Cutters 

The greatest mistake you can make in selecting a 
chain-store tenant is to get one who maintains a very 
low mark-up and drastically cuts prices. Under a per 
centage lease, this type of store insists on a relatively 
low percentage, arguing that its volume of business 
will be twice that of any of its competitors, thus as 
suring the owner of an adequate rental. In most 
cases. that statement isn’t true. Even it it were, the 
lease is one which will tend to vacate the property 
occupied by competitors. It’s better to have two ten 
ants. each doing $100,000 a year and each paying 
7% to the landlord, than to have one business doing 
$200,000 a year and paying only 4%. 

So select tenants carefully. Avoid a severe com 
petitive condition. Try to choose chains whose busi 
nesses are complementary to one another and to 
those of independent merchants in the district. By 
doing this, you'll best serve landlord, tenant, and 
yourself. 


Misused Properties 
(Continued from page 24) 

as the Terminal Tower, Union Commerce Building. 
Society for Savings Building, Public Square Building 
Considerable work has been done in connection with 
office buildings affiliated with the Mellon National 
Bank and Trust Company of Pittsburgh, and in this 
connection the company made a city-wide survey 
showing the impact on the Pittsburgh office building 
industry of the construction of five new office build 
ings at that location. 


Specialized Management 

One of the most specialized departments of the 
company is its management department. Using the 
horizontal-type plan, properties are managed out of 
the agency rather than being staffed separately. 
Superintendents are assigned to each building, and 
are in charge of operations. Maintenance is supplied 
by a non-profit subsidiary company which services 
only the buildings managed by the department. 

The management department provides monthly 
reports to owners, and each year develops a detailed 
budget control of anticipated operating income and 
expense. The department is divided as shown on the 
graph on page 23, so that each employee has spe- 
cific duties. In order to provide maximum advantage 
from specialization. the work of the department is 
subdivided three ways: (1) rental and tenant con- 
tacts, (2) operations, (3) construction and moderni 
zation. Each of these subdivisions is supervised by 
a competent manager. The company manages 83 
buildings: seven office buildings, 10 apartment build 
ings, one motel, and the remainder commercial, loft. 
and industrial properties. 
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if you lease an entire property to one tenant, who is liable to the 
public for injuries? Can an easement on a right of way be continued 
if the easement is not contained in the deed? Here are the answers 


By GEORGE F. ANDERSON 


F YOU and I owned adjoining 

farms, and you granted me an 
easement for a right of way to the 
road, to facilitate my ingress and 
egress, and I bought your farm 
the easement would be extinguish 
ed, because it is natural that I can 
not have an easement over my 
own land, Now if I sell my origi 
nal farm, is the easement revived 
so that the buyer will get the bene 
fit of it the same as I had? The 
answer is in the negative, unless 
there was something in the deed 
from me to revive the easement. 

There are many cases on this 
point but one that summarizes the 
law about as well as any other is 
Langley vs. Hammond, LR 3 Ex. 
161. “When the owner of a piece 
of land has a right of way over 
adjacent land, so that he may 
maintain at any time an action for 
an obstruction, if afterwards by in- 
heritance or purchase both pieces 
of land came to one and the same 
owner, the right is necessarily at 
an end, the enjoyment thenceforth 
being the mere exercise of a right 
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of property on his own land. But 
if, at a later period, the properties 
again fall into the ownership and 
possession of different persons, and 
in the conveyance of the land to 
which the way was formerly at- 
tached, the words are found ‘to 
gether with all ways, etc., used or 
enjoyed therewith, the effect of 
these words is to revive the right 
that formerly existed, and which 
has not been extinguished. but 
only suspended.” 


NOTHER lawyer and I met at 
LX the desk of a Title Officer. The 
lawyer said that he could never 
stand the responsibility of being a 
Title Officer. That he would wake 
up in the middle of the night and 
wonder if there was something 
that he had overlooked in waiving 
an objection, or if he should have 
waived it at all. The Title Officer 
said that ‘‘one of the first things 
that Fay Reid taught me was to 
forget worrying when I leave that 
door,” pointing to the exit. I said 
“maybe you think you forget it. 


September, 1952 


but all you really do is to push it 
down into the subconsciousness. 
where it lies and broils and stews.” 
He looked at me bewildered, and 
said, “for cripes sake, shut up, will 
you?” 


F A landlord leases the entire 

premises to a tenant, it is the 
tenant and not the landlord who is 
liable to the public for injuries. 
with one or two rare exceptions. 
This is true, notwithstanding the 
landlord has agreed to make re 
pairs that would have avoided the 
injury. When a promise is made 
for the benefit of a person not a 
party to the contract, such a per 
son can sue on the contract. It 
would be reasonable to say that 
the promise of a landlord to re 
pair is made for the benefit of 
the public and therefore the pub 
lic can sue on it. But the court 
has not taken that view. 

If there is any Judge who would 
lean toward the public or the in 
jured man, it is Judge Cardoza, but 
even he, in the case of Cullings vs 
Goetz, 256 N. Y. 287, said: “The 
doctrine wise or unwise in its 
origin, has worked itself by com 
mon acquiescence into the tissues 
of our law. It is too deeply im 
bedded to be superceded or ignor 
ed. Hardly a day goes by in our 
great centers of population but it 
is applied by judges and juries in 
cases great and small. Countless 
tenants, suing for personal injur 
ies and proving nothing more than 
the breach of an agreement. have 
been dismissed without a remedy 

Countless visitors of tenants 
and members of a tenant’s family 
have encountered a like fate. If 
there is no remedy for the tenant 
there is none for visitors or rela 
tives present in the tenant’s 
rights.” 

As the reason for the rule the 
court says: “By preponderant 
opinion, occupation and control 
are not reserved through an agree- 
ment that the landlord will re- 
pair... . The tenant and no one 
else may keep visitors away till 
the danger is abated. or adapt the 
warning to the need. The land 
lord has at most a privilege to en- 
ter for the doing of the work, and 
at times not even that if the occu 
pant protests. “The power of con 
trol necessary to raise the duty . . . 
implies something more than the 
right or liability to repair the 
premises.’ It implies the power 
and the right to admit people to 
the premises and to exclude peo 
ple een them.” 
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Golden Build-up 


Looking for an excuse to start a publicity cam- 
paign? How about that business anniversary com- 
ing up? If your firm has been in business an im- 
pressive number of years, you can take advantage 
of it like Rolla Stephens of Joplin, Missouri, did 
on the 50th anniversary of his company’s founding 


xe Keston WK EDIE AD REO DIK DIKES DIKE SO IK SOP IMSL NG OO HK SO8: SPI « 


IFTY years is a long time to be 

in business — long enough to 
attract the attention of your com- 
munity and win its congratula 
tions. Realizing this, Rolla Ste- 
phens, Realtor of Joplin, Missouri. 
decided to celebrate the event in 
a way that would get his firm a 
bonanza of publicity. 

First, he timed the opening of 
remodeled building and offices to 
jibe with the anniversary. Then, a 
few days before the event. he took 


Office girls, salesmen, their wives and children donned 
Gay Nineties costumes, piled into a surrey with a 
fringe on top, then drove through town. Traffic cop, 
previously tipped off, gave them a traffic ticket whilk 
a newspaper photographer snapped a picture which 
was given four columns in the next day’s local paper 


a large ad in the Joplin Globe, dis 
playing pictures of his entire staff. 
He also began a weekly series of 
ads in column form, called “50 
Years Ago in Joplin.” He prepared 
an interesting souvenir by adding 
a cover and a brief history of his 
firm to an old picture album pub- 
lished years ago by a Joplin sta 
tionery store. The booklet is full 
of old pictures that fit well into 
the theme of Stephens’ celebration. 

On the eve of the anniversary 


An old picture album, published years ago by a Joplin stationery store, became 
an interesting souvenir for people visiting Stephens’ office during the celebration 


7 abe 


fa tov Soddeow 
mew Joplin 


Nationa Reau Estate ano Buritpinc JourNnat — September. 1952 


date, Stephens gave a_ preview 
party at the new offices, inviting 
friends and business associates 
Office girls and salesmen’s wives 
were dressed in 1902 costumes. 
cocktails were served (in a tent in 
back of the building), and guests 
were later transported to a coun 
try club dinner 

Next day, office girls again don 
ned 50-year-old finery and joined 
with three starched-collared, det 
bied salesmen to make a trip to 
the bank in a surrey with the 
fringe on top. By prearrangement 
with the Joplin police department 
an officer stopped the party, gave 
them a traffic ticket. A newspape! 
photographer was also on hand 
and the Globe ran a four-column 
picture and story about the esca 
pade. This publicity followed a 
previous four-picture spread in 
which the firm’s modern building 
was shown in contrast with old 
photos of earlier Stephens’ real 
estate offices. 

The purpose of the surrey trip 
was to invite the whole town in fo: 
a look at the new office which. 
Stephens says, “looked more like 
a flower shop than an office be 
cause it was literally filled with 
beautiful bouquets from friends 
and business acquaintances.’ The 
costumed girls and salesmen served 
as hosts and hostesses to the many 
visitors who stopped in at the Ste 
phens firm that afternoon and 
evening. 

“We received lots of publicity. 
Stephens says. “and inflated ow 
ego and vanity no end . 
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siren AND Loan Associa- 
TIONS, mutual savings banks, 
and cooperative banks will want 
to acquaint themselves with pro- 
posed amendments to the regula- 
tions, now released by the treas- 
ury, as they have direct bearing 
on their tax planning. Remember, 
1952 is the First income tax year 
for these organizations, under pro- 
visions of the Revenue Act of 1951. 

So-CALLED “INFORMATION ReE- 
TURNS” have had to be filed on 
dividends paid, reporting name 


from the American Red Cross, in 
cash or property for the purpose 
of restoring or rehabilitating prop- 
erty of the disaster victim should 
be applied to reduce the amount 
of the deductible loss sustained 
by the taxpayer. However, says 
the treasury, food, medical sup- 
plies and other forms of subsis- 
tence do not reduce the loss de- 
duction, nor are they taxable 
income. 

Is Restrictive CovENANT a 
capital asset? This question is fea- 





Tax Facts 


By Bert V. Tornborgh, 


CPA 











and address of payer and recipi- 
ent, and amount. This require- 
ment has now been amended so 
that no information return need 
be filed in case of dividend pay- 
ments that amount to less than 
$10.00 per shareholder. 

A Taxpayer Boucut Lanp and 
proceeded with construction of an 
apartment building which was 
then sold, giving rise to the ques- 
tion: long term or short term capi- 
tal gain? The tax court held that 
the holding period began on date 
building was completed, not on 
date lot was purchased. In this 
case that placed the sale within 
six months of acquisition, hence 
no long term capital gain advan- 
tage. 

Termite Damace has been non- 
deductible as a casualty loss since 
the Will Rogers case (United 
States v. Rogers, 120 Fed. (2d) 
244) of some years ago, in which 
the court emphasized the lack of 
that suddenness which was thought 
to be necessary to a casualty oc- 
currence. Comes now the United 
States Circuit Court of Appeals 
for the Eighth Circuit, in the 
Rosenberg case, and finds that loss 
to a dwelling caused by termites 
is a deductible casualty loss so 
long as the invasion was both ac- 
cidental and sudden. 

Fioop Losses give rise to casu- 
alty deductions. The treasury takes 
the position that amounts received 
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tured in a case where taxpayer 
occupies commercial premises un- 
der a 5-year lease. The lease hav- 
ing a covenant which provided 
that except for the east 100 feet of 
the building occupied by the tax- 
payer the , Ha could not rent 
space to anyone in the same busi- 
ness as the taxpayer. Eventually 
the owner wanted to sell the build- 
ing but could not do so because of 
the covenant, and for $20,000 he 
then bought release from its pro- 
visions. How taxable? 

The tax court found the restric- 
tive agreement to be not a per- 
sonal right but property, as it 
dealt with the tenant’s use and 
enjoyment of the leased premises, 
and because it was enforcible 
against the lessor. It was there- 
fore a capital asset within the 
meaniag of the Internal Revenue 
Code, and the relinquishment of 
the right was a sale or transfer of 
property. Accordingly, the tax- 
payer realized capital gain, not 
ordinary income. 

OVERPAYMENTS OF FEDERAL 
Taxes, for one reason or another, 
give rise to refund claims. These 
cannot be any old statement on 
the part of the taxpayer, but must 
conform to certain reasonable 
rules and formalities. 

For example, a taxpayer may 
have had more than one employ- 
er during the tax year, each em- 
ployer required to deduct the 





114% for old age benefit on the 
first $3,600 of pay, but the tax- 
payer being required to account 
for only one $3,600 tax base per 
annum, or a $54 maximum tax. 
The refund, in that case, can best 
be claimed by adding the amount 
of the over-payment to the amount 
of income tax withheld. A pro- 
cedure acceptable to the Bureau. 

Or certain deductions might 
have been overlooked, or income 
over-stated, resulting in payment 
of higher taxes than necessary. 
One approach would be to file an 
amended tax return, showing that 
a refund is asked and attaching to 
it a statement of reasons for the 
claim. If an amended return is 
not filed then form 843 should be 
used, a simple and largely self- 
explanatory form which must be 
used for refund of taxes other than 
income taxes, except in connection 
with social security over-pay- 
ments, as above. 

As most business men are aware 
there is such a thing as a “carry- 
back” of net operating loss deduc- 
tion which. when carried back 
into an earlier profit year, would 
give rise to a refund for which 
proper claim must be filed. Be- 
ware of lumping the claims; make 
a separate one for each tax year. 
although each claim may contain 
several issues or grounds for re- 
fund. 

It is a prerequisite to the filing 
of suit for the recovery of taxes 
that a timely and proper claim 
shall have been onl first, fully 
apprising the treasury of the posi- 
tion of the taxpayer. This makes 
for orderly administration, of 
course, and provides desired op- 
portunity for settlement of disput- 
ed matters without recourse to 
suit. Clearly, an ambiguous claim 
does not serve this purpose and 
will probably be rejected as a 
claim. The watchword, then, is to 
have the claim precise, complete. 
and detailed so that there can be 
no question as to what it pertains 
to. The record shows much costly 
and fruitless litigation based on 
claims that did not measure up 
to the requirements of the statute. 

Unimprovep Farm Lanp 
was sold by the county to satisfy 
unpaid taxes. The court decided 
that the owner suffered a capital 
loss. 

Famity PartNnersHip Was Ap- 
PROVED by the tax court in a case 
where the taxpayer’s wife aided 
him in getting credit, and there- 
fore was a bona fide partner in a 
housing project. 
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Train Salesmen 
(Continued from page 18) 


on the streets where people can 
enjoy them every day driving 
home from work. 


Office Training 


He spends a lot of time in the 
main office. He is not left to 
browse around, but is handled per- 
sonally by the department heads 
who sit down in their own offices 
and try to explain the various 
forms, contracts, FHA regulations, 
shop maintenance, advertising, 
and so forth. All this is done di- 
rectly by the department head 
who tries to get across to him as 
much of the workings of his de- 
partment as possible. In Adver- 
tising the new man is taught how 
to write creative and punchy ads, 
how costs are charged to him with 
the company sharing part of the 
cost, where to place ads, and 
schedules of insertions in the daily 
— He is also briefed on pub- 
icity and “Open House” ads in 
which he will take a part later. 
Personal signs are also discussed. 

A big part of his office training 
is spent getting his sales book into 
shape and learning how it is or- 
ganized for brokerage homes, new 
homes, company lots, brokerage 
lots, and so forth. A well-planned 
book will help him to better allo- 
cate his time. Plats are studied 
and are brought up to date for his 
own use. He sits in conferences 
with the loan and the legal depart- 
ment heads. Architecture comes 
into the scheme for the company 


must pass on every dwelling erect- | 


ed in its 6,000 acres of curving 


streets and pleasantly designed | 


homes. 


At mid-course, the trainee must 
pass a verbal test with Whitmer, 
who sits down with him and asks 
the sort of questions a prospect 
will to see if he has learned what 
he has seen. This is informal and 
any questions which he doesn’t 
know, Whitmer sends him out 
again to learn the answers. He 
purposely asks hard questions. 
When the trainee is sent back into 
the field to find an answer, he re- 
members it. (Sample question: 
“Does the Nichols Company run 





WANTED: SALESMAN 


Are you a high-producing salesman who 
would like to live on the West Coast? 

Excellent opportunity in Portland, Oregon, 
with well-established residential broker. Ref- 
erences gladly exchanged. 


Bert Larrowe, Realtor 
3645 N.E. Sandy Bivd., Portiand 13, Ore. 














| 
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the hot air ducts into the unfinish- 
ed upstairs of expandable homes? 
No. They stub them in and leave 
room for completion later.” ) 

Management feels the trainee 
has learned to use his time to 
better advantage since every Nich- 
ols’ salesman must report every 
seven days on his activities. 

They feel he has improved his 
relations with the field crews to 
the point where at some later date 
he can call on any of them for 
some technical advice to help 
make a sale. 

They feel the gap between pro- 
duction and sales is greatly nar- 
rowed with such a program in ef- 
fect. 

When the new salesman has 
graduated, he is assigned to the 
regular sales staff and “turned 
loose” immediately into competi- 
tive selling. The company does 
not place value on a re Me trainee 
going out with an experienced 
salesman on calls. Prospects tend 
to freeze up with two men, and 
the older man doesn’t sell as hard 
with a new man along. 

Lately the company has em- 
barked on a similar “refresher 


course” in its mid-week sales meet 
ings. This is in the form of a quiz 
on field problems and office pro 
cedures with bonus points award 
ed to the best informed. 


Buyerscope 

(Continued from page 21) 
believes these ratings give a clear 
cut picture of the prospect's reac 
tions, and he defies any salesman 
to sell the 35% property to the 
prospect who so ined it. 

It may be that the prospect does 
not buy any one of the three prop 
erties, but if he doesn’t, the sales- 
man has garnered valuable infor 
mation as to what the prospect 
thinks, and will have an easier 
job finding the property that will 
fit the prospect’s needs. 

To get further benefit from the 
rating sheet, the salesman places 
information about the property 
on the back of the Buyerscope, 
then asks the prospect to take the 
sheets home. The prospect then. 
in looking over his evaluations and 
referring to the facts on the back 
of the sheet, is not confused as to 
the property being considered. 

















DWYER 
KITCHENS 


new apartments 
and remodeling 














Made complete in the Dwyer plant by an 
organization specializing in compact kitchens for 
more than 26 years. Durability and tenant appeal 


Modern gas or electric ranges 
(AGA and Underwriters ap- 
proved), efficient electric re- 
frigerator with freezer com- 
partment and pushbutton door, 
deep bow! sink-and-worktop, 
storage cupboards... stream- 
lined into compact units 48 to 
69 inches wide. 


Fronts and worktops of gen- 
vine vitreous porcelain. Never 
require repainting ; wash clean 
with soap and water. 


proven in thousands of nationwide installations. 


ETINS ON DWYER KITCHENS. 











State 








adie oP SEND FOR FREE BULL 
literature. Name— 
DWYER rea 
PRODUCTS Pree 
CORPORATION 
Dept. R952 Town 
MICHIGAN CITY, IND. 
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New Hotpoint Undercounter Dishwasher 

A new 27-inch undercounter automatic dishwasher 
that is said to reduce installation costs up to 50% 
and meet all plumbing codes is being produced by 
Hotpoint Co., of Chicago. The pre-plumbed “Qui- 
Konect” model uses a simplified drain unit that can 
be plumbed out either side of the appliance base, 
depending on which side of existing plumbing the 
owner wants the dishwasher installed. 


New National Homes Model, the ‘“‘Coronet”’ 
National Homes Corporation of Lafayette, Indi- 
ana, has introduced its newest model, the “Coronet.” 
The firm will predicate its entire line of 1953 homes 
upon it. The modern ranch style house has Thermo- 
pane window units with ventilating louvers placed 
in a new corner arrangement. The exterior is a com- 
bination of double course cedar shakes and striated 
plywood. It has three bedrooms, and features shoul- 
der-high corner windows and ceiling high closets. 


Latest Westinghouse Refrigerator, Range 
Westinghouse Electric Appliance Division of 

Mansfield, Ohio has introduced its latest model range 

and refrigerator. The nine cubic foot refrigerator 





ILLUSTRATE YOUR SALES TALK 





Style No. 711 


In sizes 16” x 20” to 58” x 20’. Your choice of oak, 
walnut, mahogany or aluminum frames. Other 
boards furnished in any stvle or size. Write for our 
illustrated folder. 







37 EAST 12™ STREET 
NEW YORK 3, N. Y. 


BULLETIN COMPANY 























has a full-width freeze chest of 46 pounds capacity, 
and a full-width storage tray that holds 100 ice 
cubes. Other features are a sliding meat drawer. 
two aluminum vegetable drawers, egg shelf. 

The range has a double oven, a Super Corox sur 
face unit said to get red hot in 30 seconds, and three 
Corox surface units. One oven is slightly smaller 
than the other; both operate independently. Other 
features include simplified back panel controls. built 
in timer, two storage drawers, broiler. 


Page & Hill Homes Offers New Model 





aon — i EC A 


The Hiawatha, plan 134, is a new model of pre- 
fabricated home just put on the market by Page & 
Hill Homes of Shakopee, Minnesota. The three bed 
room house has overall dimensions of 36 x 30 feet 
and can be built on any 50-foot or wider lot, accord 
ing to the manufacturers. Every room but the kitchen 
opens into a central hallway, and the kitchen and 
basement stairs are conveniently near the back door. 
Page & Hill houses are erected by authorized dealer- 


, builders who have been trained in proper erection of 


Page & Hill houses. 


Roof Truss for 1'2 Story Houses 





A roof truss especially designed for story-and-a 
half houses has ite built by the University of 
Illinois Small Homes Council as part of a research 
study sponsored by the Housing and Home Finance 
Agency. The truss, illustrated here, is going through 
long-term tests for rigidity and strength. On a 24- 
foot roof span, this truss will provide a second-floor 
room 12 feet wide with a ceiling height of 714 feet. 
Pitch is 8 in 12. Test load, made up of concrete blocks. 
is about five feet of snow per square foot, plus a 
normal occupancy load of 30 pounds per square 
foot. 


Weather Strip That Sticks to Cold Metal 


Products Research Co., Los Angeles, has developed 
a solvent-activated adhesive-back (one side) felt 
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weather strip that is said to permit weather stripping 
of metal casements and all other windows. doors. 
and vents in all kinds of weather. The manufactures 
say it requires no gluing or tacking, and seals against 
rain, wind, dust. and cold. 


Heat-Conducting Concrete 

A new densifier, which makes possible high heat- 
conductive concrete for radiant heating, is being 
produced and sold by Lee-Don, Inc., of Harmarville. 
Pennsylvania, a corporation formed for that purpose. 
Chief ingredient is a mineral in granular form. It is 
physically and chemically stable. and does not ex- 
pand or contract. Its thermal conductivity is 21 
as compared with 2 for cement and sand to 8 for 
good grades of sandstone. The manufacturers claim 
that the new Heatcrete uses 20 to 40% less water 
than for normal concrete. 


Bilt-Well Front Entrance Units 

Carr, Adams & Collier of Dubuque, lowa, are of- 
fering stylized entrance units featuring sidelights 
and several styles of doors. They are said to be suitec 


for either ranch, contemporary or older styles of | 


houses. Made of Kiln-dried Ponderosa pine, the 
parts are standardized and prefitted at the factory. 


Book Shelf 


NEW FRONTIERS FOR HOME BUILDERS, by | 


C. W. Smith. San Antonio: Southwest Research 
Institute. 


This book is addressed to the professional builder. 
It sets forth, in a highly readable manner. findings 


of the Southwest Research Institute that apply to | 


home building. In doing this, it paints an over-all 
picture of the home building industry, highlights its 


short-comings and charts a course for its future. It | 


does these things in a sound, enlightening way. and 
is recommended to everyone in the industry as a 
scholarly, thought-provoking book. 

Its scope and purpose can perhaps best be set forth 
by quoting briefly from the preface: ‘Since we are a 
scientific research organization, we examine very 
closely into the facts and determine as accurately as 


we can the essentials of successful home building as | 


they have been demonstrated over and over again. 
We do experimental work ourselves in order to make 


sure of our facts and we sometimes recommend that | 
builders experiment with techniques that have been | 
tried only a few times and that appear to be success- | 


ful. For the most part, however, we are merely ad- 
vocating that more and more builders use ideas 
which are not experimental but which you your- 
selves have proven to be successful in the field. 


In this sense we are simply a means of screening and | 


communicating information... .” 

Among the many phases of home building treated, 
there are especially interesting sections on labor rela- 
tions, dealing with subcontractors, getting materials, 


local building codes. A great deal of attention is given | 
to newer ideas in project planning — ideas that set | 
high standards for the industry and at the same time | 


are carefully geared to profitable operation. 


There are things in the book that many builders | 


won't agree with. There is much that is challenging. 
but criticism is always constructive. 




















































OFFER CONSTANT IMPROVEMENT IN A CONVENTIONAL 


HOME FACTORY ASSEMBLED 


Always New Design, Always new 
features Pollman Homes are new 
for today New For Tomorrow 


MANUFACTURING CORP. 
TOLEDO, OHIO ~=—-_-28 57 Wayne Street 
JACKSON, MISS. 418% E. Pearl Street 








| LONG 
or TERM 
| LEASE 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


‘COAST TO COAST 


Our representatives will be glad to call on you 


| and discuss your terms 


, , 
| For satisfactory arrangements, utmost dependabil- 


| ity and outstanding security — 


| WRITE or CALL COLLECT, H. J. DALDIN, 
| REAL ESTATE DEPARTMENT, 3500 BOOK 


_ TOWER BUILDING, DETROIT 26, MICHIGAN 


‘PHONE WOodward 2-5400 
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FOR EVERY PURPOSE — : 
REAL ESTATE, BUSINESS, METar 
ETC. SIZE 14°x22"0N / S¥ eee, STanes 
WHITE 6PLY STOCK. 10 fh To iy 
7 TO 10 DAY DELIVERY. Bunce 


(EELESS VE SIGH THE NATION® 


CTIVE DISPLAY 


1702 W. 19%} T Cc 





AAA-1 rated Chain will lease or buy 35 to 60 ft. 
frontage suitable for a Jr. Dept. Store in 100% 
area of cities 23.000 to 75,000 anywhere. Edw. 
Mitchell, 276 5:h Ave.. New York. 


Sit 


BAKED - 30 GAUGE - 14” X 20% LOTS.44 EA. 
1 TO9DAY DELIVERY P O.BOX 1022 


GREENVILLE S.C 


REALTORS METAL SIGNS — Write for Free 
Sample. Illustrated Literature and Prices — 
LANCELOT STUDIOS. 100 Seventh Street. 
Pittsburgh 22, Pa. 


_A raining FOR___ 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. 














WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
Svite 300 Law Bidg. 


Kensas City, Mo. 
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CARDBOARD 
REAL ESTATE SIGNS 


Distinctive 14” x 22” 
screen processed, 8 
ply signs in two colors 
on white. Send for com- each 


lete price list, includ- . 
sone trap ey heer in lots of 100 


ing prices on Day-Glo. 
Write Dept. 92, F.O.B. Rochester, N. Y. 


THE TWIRLER 


Anew, sensational cttention getter! A revolving sign 
with “OPEN” on one side, “FOR INSPECTION 
TODAY" on the other. 22” x 7” screen processed 
with deep Bive regular and Red, Yellow, Day-Glo. 





"S" shaped, the slightest breeze sets sign in motion. | 


Mounted on a 4’, one inch diameter dowel. Mini- 

mum order 6. 

Package of 6..$19.80 Package of 12..$34,.80 
F.O.B. Rochester, N. Y. 





Sign-O-Graph G | 


633 Hudson Ave., Roch. 21, N. Y. 





A group of hostesses, representing Wave Crest Gardens, a 1,656- 


family apartment development nearing completion near New 
York City, has been hired to invite special groups to tour the 
development. The groups will view tenant facilities, furnished 
apartments, and inspect the shopping center. Thousands are ex- 
pected to make the tours. Scaled to size, this idea could be applied 
to smaller developments with equal success. 


With federal aid and federal contro! having such a strangle hold on 


the nation, it’s refreshing to hear of groups who spurn goverment 
handouts and have the fortitude to solve their problems themselves. 
In West Texas, citizens of three cities, have teamed up to build 
a dam on the Colorado River which is expected to meet their ever- 
increasing water needs for the next 30 years. And they did it 
without additional taxes. The $12 million project is being financed 
by revenue bonds. They will be paid off with receipts from the 
sale of water. 


The heat seems to be getting the prospects of Realtor B. J. Bergton, 


Teaneck, New Jersey. At least, he can’t get them to leave the air- 
conditioned demonstration house at Haworth Manor, colony of 
ranch homes in the $23,000 to $29,000 range. They come from the 
torrid outdoors into the controlled atmosphere and simply want to 
stay there. Some even want to take possession immediately with- 
out waiting for the formalities of closing. 


The Better Business Bureau has asked that realtors not use the 


ending of rent control as an inducement for the sale of rental 
property. They say there is no assurance that it will end, depend- 
ing of course on the action taken by local governments. 


it’s doubtful if even the President can keep up with the constant 


shifting of federal agencies. The latest paradox came from Capitol 
Hill when the President appropriated $3 million of HHFA hous- 
ing money to the Department of Agriculture to buy cattle feed 
for drought-blistered herds in Kentucky and Tennessee. Seems 
that back in 1950 HHFA absorbed the Bureau of Community 
Facilities, a duty of which was to handle emergency funds for 
disasters. 


With major elections coming up, real estate men should be especi- 


ally critical of any statements made by political aspirants or any 
groups who have a political motive. For example, the statement 
was made that the recent steel strike would raise living costs per 
family by $100 per year. This statement has fortunately been 
pretty much discounted by the buying public as well as by ob- 
servers. 


Real estate builders, realtors, and nearly everyone in the home 


building business will be intensively promoting the home owner- 
ship idea during National Home Week, September 14-21. People 
in cities and towns across the country will see what will probably 
be the biggest advertising campaign ever staged for the promotion 
of real estate. 


One of the nation’s biggest residential building projects, Westlake, 


San Francisco, is well under way with the completion of 1,600 
homes and 722 apartments. Real Estate Builder Henry Doelger 
plans to include complete kitchen equipment and appliances with 
the 8,000 homes and 2,100 apartments. 
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